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Panevion 8 most talked about, most 
walked about Shoes are made with 


Tandrite Cal 
















The consistent approval 
of so many of the nation’s 
foremost manufacturers .. . 
proud of their outstanding 
records of achievement in de- 
signing and craftsmanship... 


stands as overwhelming proof 






of Tandrite pre-eminence. 


-E. HUBSCHMAN & SONS, INC. 
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Built by JULIAN & KOKENGE CO., Columbus, Ohio. 
Closed heel and toe; welt sole. Tandrite Calf, Color No. 313. 












S 
-— 
~*~ 


At 
SA) Oo 
Sts 







KS 
» 
= EN 







~~ 





we 
y-V 
— 


os 
> 
~ 


ee. a 
Sk. ee. 


Nbr’ fy 
G RK De 
en 


: A - Bo. Ste Se ES * Ge . 
| s : is : = ~ = 
“ % no 3 — a wo 7 Se 
28 > pecs FERS | > ; 

































selling rm 


schoolbound 





ih for 
ss children 


nationally advertised in 
GOOD HOUSEKEEPING and PARENTS’ 


“*More-for-the-money . . . Twice as Smart’’— 
that’s the potent theme behind these plus 
quality shoes. It picks up sales momentum from 
the extensive Vitality Shoes national advertising. 
Use it and sell more Vitality Back-to-School 
Shoes to the profitable ““Carriage Trade.”’ 





VITAPOISE FEATURE SHOES 
FOR CHILDREN 
PRICED ACCORDING TO SIZE 











Made ty wLmervca’s Largest Shoemakers 


VITALITY SHOE COMPANY, DIVISION OF INTERNATIONAL SHOE COMPANY, ST. LOUIS 3, MO. 
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...AS BRISK ASA As 
BREEZY SUMMER SAIL... = 


Tell those customers about 
the patented Nu-Matic con- 
struction that cushions their 


feet to deliver vielding. 















shock-absorbed comfort anes 


And tell “em about the Arch Brace. 
7a Me another Nu-Matic plus feature 
J that's built in to assure added com- 


fort and finest fit .. . 


And when you mention the tempered spring 
steel shanks that re-inforce Nu-Matics at 
this point of strain, you ve got a sale — and 


a satisfied customer. 


\ : yy 


HOLLAND-RACINE DEALERS 


place a high value on their independence and so 
do we. Seeing eye to eye on the importance 
of this independence, we seek at all times to 
strengthen it, never to compete with it, through 


company stores. 


Independence Is A Wonderful Thing! 
HOLLAND-RACINE SHOES, we. monane | 
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OFFICIAL OPENING 


in the Wy, ballroom of 


SEPT. 4-5 Wdldoy Ce new. ele 
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They just can’t take it! 
Genuine reptiles are usually bark- 


tanned and are quickly and perma- 


mently discelored by steam. 


De mot atiempt te steam-selten 
thermeplastic bex tees in rep- 
tile uppers. Get your Beckwith 
agent’s recommendatien in 
advance ef cutting uppers. 
Depending upen which prac- 


tlee your cenditions best faver, 


\ he ean elther supply you with 


@ry heaters or arrange fer your 
eomperary use of canned pre- 
pated selvent bex tees which 
require ne selvent wet- 


ting at palling-ever. 
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@ Now’s the time when Walk-Over’s policy of hewing 


to the line on quality is paying off for dealers. 


This quality principle—so tough to maintain when 
materials were scarce—is today’s big reason why 
Walk-Over shoes keep right on selling in the 


present selective market. 


Now more than ever among the dealers who 
handle these quality shoes, Walk-Over rates 
as a preferred resource—a resource which 
we hope to make available to additional 


stores as production steadily increases. . 


HAVE YOU SEEN 
OUR LINE LATELY? 


*weeee Walk-Over prices $12.95 to $15.95 


Geo. E. Keith Company, Brockton 63, Mass. ¢ New York Sales Rooms, Marbridge Building —822 and 906 
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They ve New! 
BUCKIES 


The Sensational Shoe 
For Casual Comfort 












--.- and the smartest 
novelty shoes of the 
season for extra profits 






430 White Fabric 
437 Black Fabric 
438 Black Suedene 

433 Brown Suedene 

432 Red Suedene 

436 Green Suedene 

439 Black & Red Suedene 
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637 Black Suedene 
631 Red Suedene 
633 Brown Suedene 


Delivery August |st—$1.15 net 







Sizes ; 636 Green Suedene 
4-9 6-10 639 Black & Red Suedene 
4-5-6-7-89 634 Brown & Tan Suedene 
124555543 2 
6-7-8-9 10 Delivery August [5th 
3355555 5 $1.37'/2 net 


36 PAIR CASES ONLY 


Due to the demand and low prices of these shoes we cannot send samples. 


LEATHERBURY SHOE company 


63 INDIA STREET, BOSTON 10, MASS. 


eiatiiptnionienmicnanidttaaaraines 
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Ball-Band 


MISHAWAKA RUBBER & WOOLEN MFG. CO. 
Mishawaka, Indiana 
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is the leather that sells your shoes 


as Old Man Winter approaches 


Your customers take winter weather right in stride 
with husky shoes of Normandie Calf. This beautifully 
grained, richly colored calfskin, with its gleaming 
finish, is at home everywhere — in the office, 

at the club, on storm-swept streets, 


Like all the famous Gallun, vegetable tannages, 
Normandie Calf is endowed with a luxurious, health- 
ful softness. This softness lasts throughout the 
life of the shoe. It is always present, even after 
repeated encounters with snow and slush, providing 
the foot-satisfying comfort that makes staunch 
friends of your customers. 

Sell shoes that bring your customers back again 
and again. Check the Gallun numbers in your or- 
ders to leading manufacturers. A. F. Gallun and Sons 
Corporation, Tanners, Milwaukee, Wisconsin 





Cretan Calf 
smooth but not glazed 


Normandie Calf 
hand-boarded, glared 


Norwegian Calf 


hand-boorded grain 
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PLYMOUTH SHOE COMPANY 
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Plymouth Rogues... These smart rugged 
shoes are especially designed for Fall and Winter 
weor. Try on a pair of Plymouth Rogues at your 
neorest Plymouth dealer. You'll enjoy their 
he-man styling, their easy comfort. 

48 DISTINCTIVE STYLES TO CHOOSE FROM 


Priced at $10 and $11 
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Y Factories at Middleboro, Mass. 





















No] in retail newspaper advertising | mae 


Tinage for the first 6 months of 1947 000 
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Paumene LEADING MERCHANTS are more keenly aware than 
ever before of the importance of the GOLD (RED) CROSS 
brand on women’s shoes. As a result, they are taking full 
advantage of America’s Unchallenged Shoe Value by 


putting more lines of retail advertising behind GOLD 


(RED) CROSS SHOES than any other brand of footwear. 


CROSS SHOES 


AMERICA'S UNCHALLENGED SHOE VALUE 





THE UNITED STATES SHOE CORPORATION, CINCINNATI 7, OHIO 
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A Biz Ht with Goffers / 


No wonder! LUG Soles on Golf Shoes 
grip the turf, yet can be worn right into 
the clubhouse! 


This Goodyear Heavy-Duty LUG Sole will 
add profits to your sports and general footwear lines! 


Now, Wingfoot LUG Soles, adapted from those 
worn by rugged U. S. Mountain Troops, are here 
for peacetime wear. 

For Golf... Hunting . . . Hiking . . . Everyday 
Wear . . . in fact, for everything requiring sure- 
footed protection and durability, these soles are 
perfect. With scientifically shaped cleats of tough- 
est Goodyear Wingfoot Rubber, LUG Soles grip— 
and hang on—in any ground! Yet LUG Soles may 


be worn safely in any home, on any surface! 
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ANOTHER GOODYEAR HIT!... 


— * 
ee is 


LUG Soles are ideal for all-around wear by 
super-active youngsters or outdoor-loving men and 
women. In fact, it’s the tremendous utility value 
of this sole that creates a bigger demand for it 
every day! 

SS @F' & 

Be ready for that demand. Get your full share 
of volume from this new Goodyear profit source. 
Order Wingfoot LUG Soles for your men’s, women’s, 


boys’ and girls’ lines—today! 
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A Profit-Maker for You! 


Super with Tean-Agers/ 


The "teen-age crowd is “hep” to 
LUG Soles. LUG Soles are solid 
footwear. Everybody wants ‘em! 













a4 
3 


be 9 


ay + \ 


> / 
NY 


Peaeny 
i f Sasi 


a yp Tee = 
7 
1 , 


Kemember Be sure to specify which of 


the two available patterns or three colors you desire. 
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LUG Soles come in 2 Patterns 


by WINGFOOT 


ilue 
r it 


~ | SOLES 2 HEELS 
made by GOODFYEAR 
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THIS YEAR save a place in your style 
planning for crepe. For now you can 
get crepe soles of Du Pont neoprene. 
It’s a new crepe . . . and look at this list 
of advantages! 














1. Permanent shape — Neoprene 
crepe soles retain shape and appearance. 
Hold sharp edge profile . . . resist deteri- 
oration. 


2. Brilliant colors— Neoprene crepe 
can be produced in almost any hue, 
since it doesn’t soften or lose toughness 
in milling. No molding or vulcanizing 

required to dull colors. 


3. Long service life— Neoprene 
crepe doesn’t soften or deteriorate 
at summer temperatures. Re- 
sists oils, grease and abrasion 
...assures customer acceptance 
and satisfaction. 

4. Freedom from tacki- 
ness— Neoprene crepe doesn’t 
become sticky ... cuts down 

grit pick-up and dirt tracking. 


5. Excellent uniformity — Neoprene 
crepe is a manufactured product from beginning to end 
-.. your assurance of a dependably uniform product. 


See your sole manufacturer about Du Pont neoprene crepe, or send 
in the coupon below for further information. E. I. du Pont de 
Nemours & Co. (Inc.), Rubber Chemicals Div. R-8, Wilmington 98, Del. 


For Style... Color...and Shape...use 


DU PONT 


& Co. tinc.) 
E. |. du Pont de Nemours itmington 98, Del. 
Ny Rubber Chemicals Division 8-8, W a: Crepe Soles,” 
ilustrated booklet Neoprene ies . . .dataon 
send me your new * prene’s unusual propert 





lease 4 . neo . : ities. 
containing er informe ierled description of its superior qualities. 
. ae 


comparative tens - - Position __—___————_ ; 
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BETTER THINGS FOR BETTER LIVING ne ————— 
. ... THROUGH CHEMISTRY ——_—<“— ese 
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Baby Doll vomp sling pump; block 
potent leather or block suede; low 
wedge heel. S and M widths. Also 







4 NORMANDIE 
Black or brow’: elk; genuine Good- 
yeor welt AAAs, S and M widths. 












DARLENE 
Boby Doll tie vomp; block wede; 
low wedge heel. S and M widths. 






and young women will be en- 
rolled in high schools ard colleges this 
fall. Our advertising in leading national 
magazines will help make them style- 


conscious. Be prepared to cash in on 





Brown elk or block ruffie; crepe 
soles; genuine Goodyear weit. 
S and M widths. 











Most styles to 
retail about 


st 


Manvufectured and Distributed by 


D. MYERS & SONS, Inc. WE lope Sit t 


SALTIMORE 18, MD. 
ESTABLISHED 1910 FRENCH MODERNS 
Show Rooms: Bosten— St. Lovis— Dallas — Charlotte — Pittsburgh 
Mi fis — Hi , Cubo—San Juan, Puerto Rico 


? 


this business with the superior crafts- 
manship and finer materials of new 
Tailored Tred FRENCH MODERNS. 





August 1, 1947 








a ee 


Alun ade Killer Boot Prowséthsy, 
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Tu children’s wet weather boot selling 
season is a long, profitable one. It starts with 
the first Fall rains and builds up steadily to a 
real holiday promotion. Bata has the finest 
low-cut boot you’ve ever seen in children’s 
and misses’ sizes. It's RED TOP, in shiny black 
rubber — just the way the kids want them — 
with bright red collar and contrasting red, 
yellow and black plaid fabric lining. Plan 
your boot selling season now. Analyze your 
requirements and place orders now to assure 
delivery for September through December 
selling. 


> 















STOCK No. 2-696 STOCK No. 3-696 
Children’s Sizes — 6 to 10 Misses’ Sizes — 11 to 2 
12 pair cartons 
Terms: Net F. O. B. Factory 
Black Shiny Finish — Scotch Plaid Lining 
Washes Beautifully With Soop and Water 


HAVE YOU MET YOUR BATA REGIONAL REPRESENTATIVE? 


HAROLD FREIDIN SAM G. SOLOMON 
445 Broodway 189 W. Madison St. 
Chicago, Itinois 
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Golo DEALERS EVERYWHERE SAY “STYLE TELLS — QUALITY SELLS” 


Today's “hard-selling” problems are easy for retailers featuring S e000 OF MORE ns 
GOLO! Here to catch the eye and clinch the sale are new, exclu- ¥ . — 


sive, youth-appealing styles, expertly fashioned in our brand new 






Dunmore factory! 

GOLO’s famous “built-in” quality includes every fine shoe 
feature, from superb outer soles, cut from the bend of the hide 
and water-repellent treated, 10 No. | quality grain welting and 
sturdy last. GOLO offers you 11 different styles, roo, in so wide a 
variety of colors that you can feature as many as 30 different shes! 
All this PLUS expensive fashion-setting styling makes GOLO 
your best-ber-by-far at $6.95. RETAIL 

Get on the sales-wagon today with this quick- for about 
selling extra-profit line that'll bring in extra +6°5 


customers and keep them coming! 


hes we 
4 é 
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GOLO OF DUNMORE CREATIONS + LOOK Like Twice their Cost. WEAR as Well as They Look! 


O10 of vunmore 
Division of Golo Footwear Corp. 


FACTORY: Golo Park, Dunmore, Pa. > SALES OFFICE: 129 Duane St., N.Y. 13, N.Y. 
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Si ne Good Look Deserves Another 








The smooth rolling lines of this smart and experience of United Last Model-Makers. 
closed-toe shoe reveal at first glance the Combine Uniled Last Styling with the fine 
finely styled character of the wood. The _/filling qualities and the result is faster-selling, 
demand for more comfort is easily met with- _ business building footwear . . . shoes with a 


out sacrifice of style by the craftsmanship greater reputation ... today and always. 


UnitTED Last Company 


BOSTON, MASSACHUSETTS 
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TO RETAIL PROFITABLY 


$695 ond 7 50 


Distont Points Slightly Higher 
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How to Combine Toe Style and Toe Comfort 


For toe freedom—like walking on clouds—use Celastic box toe 
material. There’s a three-in-one union of box toe doubler and 
lining—that keeps linings sag-free, wrinkle-free. 
Keep toe styles smart—use Celastic to reproduce accurately the toe lines of the last. 
Both toe comfort and style are a step ahead with Celastic. 





UNITED SHOE MACHINERY CORPORATION, BOSTON, MASSACHUSETTS 
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SHOES FOR MEN 
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BACKGROUND 
FOR SALES... 


@ Thirteen million persons this Fall 


will see Fortune's seven full page, full color ads in Collier's and 
True . .. magnetic sales messages to draw eager customers your 
way. Colorful national advertising . . . season after season. . 
has built a huge reservoir of popular demand for Fortune Shoes 
. a background that assures your store an ever-increasing sales 


volume. Fortune's background for sales will place your store in 





the forefront for profits ! 
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This is a Selby Style-EEZ 
shoe in a distinctive, jabot-trimmed 
model that shows the versatility of 
easy-to-work Colonial Elk. 







And here is one of Selby’s 

Easy Goers, the soft, com- 
fortable, play-about type of shoe 
that’s at its best in pliant Colonial Elk. 


COLONIAL ELK js made in white and many fancy colors. 


Send today for samples of the complete color range. 


COLONIAL TANNING COMPANY, INC. 


BOSTON 11, MASSACHUSETTS 


/ 
EXTRA VALUE FLASH: 
The platform shoe illustrated is soled 


with a long-wearing Colonial Outsole Split. 
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FOR ALL THE FAMI 
ONE NAME* ONE 
LINE * ONE MERCH. 
ANDISING POLICY 








































SUNDIAL SHOE COMPANY 
MANCHESTER NEW HAMPSHIRE 
DIVISION OF INTERNATIONAL SHOE COMPANY 
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When you sell shoes and Miller Trees to keep footwear smart 


and shipshape, there’s a DOUBLE PROFIT in /ess than double the sell- 


MILLER ADJUSTAGLE PACK FLAT TREE ing time. Why ? Because the customer need be fitted only once—for the shoes. 


26 


The trees adjust quickly, easily for both length and width, one tree size 
fits several shoe sizes and widths. The forepart of a Miller is modeled like 
a shoe last... bottom is cut out to allow for metatarsal. Result: a 
superior fitting tree. Write for complete information about this highly 


serviceable product that every shoe can use. 


0. A. Miller Treeing Machine Co., Plymouth, New Hampshire 
Branch of United Shoe Machinery Corporatio» 
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postontan 


takes this striking back ground and 






places this outstanding Strato-Moc shoe 
in color on it 
for a winning, sales-making ad 


appearing in LIFE September 1, 1947 






>yusky SADDLE: 


cTiTCHING FO? 


casuat "48 STYEE 






22,550,000 readers 

will catch this advertisement 

and note the name... 
BOSTONIAN. Latch onto this 
promotional powerhouse! 

Bring its effectiveness into 
YOUR store with newspaper 
advertisements (mats have been 
adapted), windows (props and 
display cards are ready), mailers 
(for an added punch). They're 
ready for you now. 








COMMONWEALTH SHOE & LEATHER CO., WHITMAN, MASS. 
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ALLIED KID COMPANY 





GOLD KID FOR CASUAL 


WEAR 


m 


NATURAL OR ANTIQUED, GOLD KID FOR 
CASUAL OCCASIONS FIRST APPEARED IN 
__ CALIFORNIA AND WAS SHORTLY AFTER 
SEEN IN PALM BEACH. IT HAS SINCE BEEN 


ASKED FOR AT ALL THE RESORTS. 


\ 


ee 


STANDARD DIVISION - 209 SOUTH STREET - BOSTON 




















TEENLANDERS=A new, catchy name in Teenage Shoes. 

TEENLANDERS==Volume scles and increased profits. 

TEENLANDERS=—Smart, perky styling. 

TEENLANDERS=Smooth, comfortable fit. 

TEENLANDERS=Quality all leather, compo welt construction 
that even a high school girl recognizes as GENUINE shoe 
value, unheard of at $5. 

TEENLANDERS=Powerful national advertising in fashion 
magazines. 

TEENLANDERS in YOUR STORE—-VOLUME SHOE BUSINESS. 

Write or wire TODAY for information on how YOU can get 

a valuable TEENLANDER franchise. 


A. No. 1001—Block Suede side buckle mocassin coswal 
No. 1008—Same in Brown leather 
No. 1013—Some in Block leather 
8. No. 1007—Ton leather open back stepin 
No. 1014—Same in Block leather. 
No. 1003—Seome in Block svede. 
C. No. 1028 Black suede 2 buckle stepin 
No. 1029—Same in Brown leather 
No. 1030—Some in Block leather 


N and M width Price $3.00 


AMERICAN SHOE COMPANY 1329 WASHINGTON AVENUE, ST. LOUIS, MO. 
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SHOE COMPANY, INC. 
$O. WEYMOUTH, MASS. 
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HAPPY (Breathlessly so) HOLIDAY says: 


32 ( topflight* retail stores, coast to coast, 
tie in with our latest promotion! Exciting 


store-wide promotions prove... 


HOLIDAY MAGAZINE 





Saks-Fifth Avenue, Chicago, Il. Flint & Kent, Buffalo, N. Y. 
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INFORMATION 


Holiday's amazingly successful summer promotion proves something 
to us—something we were only pretty sure of before! It’s just 
this: the Holiday idea or mood (whatever you choose to call it) is 
something that gets into people's blood—gives them the urge 

to buy! It's something that changes buying for need into spending 
for fun! It’s the reason why 327 stores in 327 different cities 

have joined in the promotion spontaneously, without any special 
inducements from us. It’s the reason for 800 nation-wide tie-ins 
in just one year! It’s the reason why these stores have used 
Holiday in more than 5000 windows to date. You see, smart stores 
know that Holiday magazine moves merchandise, because 


“the Holiday mood moves merchandise™! 


MOVES MERCHANDISE! 





fOLIDN) 





Loveman, Joseph & Loeb, Birmingham, Ala. 





A CURTIS PUBLICATION 
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GERDA 


Gaelures in Rich Black Suede 


(Trade Mark Pending) s 4 
immediate Delivery 








6312—Envelope Oxford 
Arrabuk Platform. 
Sizes 49 M Widths 











6314—T Strap, Roller Side 
Buckles. Arrabuk Platform. 
Sizes 49 M Widths 


$2.35 














6315—Sandal—Roller 
Side Buckle. Arrabuk 
Platform. 

Sizes 4-9 







M Widths 










j 6215—High Wedge San 
| dal. Arrabuk Heel. 
Sizes 4-9 M Widths 








6321—Step-in, Lieutenant 
Bor, Jester Pump. 
Arrabuk Platform. 
Sizes 4-9 M Widths 


$2.45 










6216—Criss-Cross Sandal. 
High Wedge Arrabuk 
Heel. 

Sizes 4-9 M Widths 
















Casual sales carry right straight through the seo- 
sons with these GALURE Casuals in rich black 
suede with fine, no mark, durable soles. They 
breathe Quality and good taste just as they breathe 
Summer and fun . . . Exactly the fine Casual you 
would expect from Gerda. 


Packed in the new, attractive GALURE Boxes 


GERDA footwear co., inc. 


158 DUANE STREET* NEW YORK 13, N. Y. 
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Style =44— THE NAVAJO 


Popular Moc-Style Sport Shoe fea- 
turing long-wearing natural BEAR- 
FOOT Crepe Soles, Black eye- 
lets and laces, in smart, new 
OX-BLOOD Shade. 
Style +400 
As above Antique Tan 
double leather 
sole. $5.50 per pair 
Style +403 
Antique Tan 
golf shoe with 
AVON Duplex 
Sole and re- 
movable Turf- 
Hugger Spikes. 
$7.00 per pair 


style #568—THE RUGBY 


Another STURDILINE best-seller 
in the popular OX-BLOOD Shade 
with black eyelets and laces. 
Double leather soles with notched 
Barbour welting. $5.50 per pair 


MATS AVAILABLE ON REQUEST 





Now, Seiten Of ALLOOD For Fall 


As 


—THE EXECUTIVE 


Custom-Type rugged Brogue, wing 
tip, with heavy perforations. Made 
of fine Black Kip on STURDI- 
LINE'S famous 12 last. 

Style +502 
As above, Antique Tan — $5.50 
Style #504 per pair 
As above, Antique Tan, straight 
tip medallion. — $5.50 per pair 






ALL OTHER STYLES AS PREVIOUSLY ADVERTISED ALSO IN STOCK. Inquire About STURDILINE JUNIORS For Boys 


@ STURDILINE gives you @ STURDILINE gives you 
GENUINE GOODYEAR _ repeat-business quality. 
WELTS. @ STURDILINE gives you 

@ STURDILINE gives you volume. Build with 
quality styles at low cost. | STURDILINE. 
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Eyelets That Measure Up with Micrometer Precision 


Unitea eyelets are produced with “engineered” accuracy. This means that each 
dimension is duplicated in each successive eyelet. This uniformity and reliability 


of product permits a steady rate of production at the eyeleting operation. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 
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You Won't Seat “these Prices / 


Yes, they are made “‘to sell at a price” —but mighty well made, too. The workman- 

ship is dependable; the leathers are better than ever—and every style in this line 

is one that will sell on sight. You can beat competition every time with Well-Built 
Stitch-Downs! 

THIS STITCHDOWN LINE HAS EVERYTHING 








MEN'S & BOYS’ 






ARMORTRED 
ZEBRA SOLES 
(Cord on end) 



















HEAVY 
HEAVY No. 530 Men's Tan Elk e 
LEATHER SOLES LEATHER SOLES No. 531 Men's Black Elk MEN'S 2.65 
Men's ELK ZIPPER OXFORDS No. 450 Boys’ Tan Elk BOYS 2.35 
Men's and Boys’ KID ROMEOS No. 860 Ten Elk PRICE 2.60 No. 451 Boys’ Black Elk 
No. 861 Black Elk 
No. 700 Men's Tan Kid 
No. 701 Men's Black Kid MEN'S 2.50 Men's TAN SPLIT ZIPPER OXFORDS With heavy leather sole With heavy brown sole 
No. 400 Boys’ Tan Kid BOYS 2.20 . COMPOSITION SOLE No. 532 Men's Tan Elk No. 534 Men's Tan Elk 
No. 401 Boys’ Black Kid No. 890 Ton Split PRICE 2.10 No. 533 Men's Black Elk PRICE 2.65 


PRICE 2.70 










HEAVY 
LES 
a LINED LEATHER SOLES 
, Men's TAN ELK LOAFER COMP. SOLE 
Men's KID EVERETTS Ne. 950 T PRICE 2.50 
vay alt Women's Moccasin BLUCHER OXFORD 
No. 720 Tan Kid No. 85! Black No. 200 Tan Elk 
No. 72! Black Kid No. 201 Bleck cle PRICE 2.30 
With Brown CORK SOLES » =e 
PRICE 2.45 No. 852 Tan PRICE 2.50 








ELK UPPERS 
ZEBRA 
CORD SOLES 
cord on end) 
& Hees ean eeseens Men's & Wos. BOWLING OXFORD 
No. 300 Tan Elk No. 130 Men's Brown Elk No. 220 Wos. Tan 
No. 301 Black Elk PRICE 2.50 No. 131 Men's Black Horse No. 221 Wos. Black Men's HIGH BOWLING SHOE 
No. 132 Men's Smoked Elk No. 222 Wos. Smoke No. 140 Men's Brown Elk 
SPLIT UPPERS WITH COMP. SOLE No. 223 Wos. White No. 141 Men's Black Horse 
No. 310 Tan Split PRICE 2.00 Men's PRICE 2.65 Wos. PRICE 2.50 No. 142 Men's Smoke Elk 
Right Sole — White Rubber "PRICE 3.00 
Lett Sole — Leather Right Sole — White Rubber 
White Rubber Heels Left Sole — Leather 


White Rubber Heels 


IN-STOCK © 36 PAIR CASE LOTS ONLY © MEN'S 6/11 7/12 © BOYS 1/6 © WOMEN'S 3/8 4/9 


WELL-BUILT SHOE COMPANY 


MILFORD, MASS. 














The LaCrosse story. paralleling the thrilling history 
of footwear production progress in America, 
is a story for every outlet handling rubber foorwear 


BECAUSE 


BECAUSE 


BECAUSE 


BECAUSE 
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today LaCrosse offers the same 
emphasis on FINE QUALITY that 
has won friends among retailers and 
consumers for half a century 


today LaCrosse offers a 

COMPLETE LINE of rubber foot e e 
wear — complete for men, 

for women, for children : —_ 





7 
COCUMARN -_-~- ee 


today LaCrosse offers new, 
up-to-the-minute STYLING 


LA CROSSE) Ri 
CO, Ze ¥ 
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today LaCrosse offers 
a sound PROFIT PLAN 
for dealers 

















SE RUBBER MILLS COMPANY La Crosse, Wisconsin 
Y comes fiat” 
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How often 
does it 
happen? 


@ In how many instances do shoes of 






unquestioned quality enjoy the added 
sales advantage of a colorful, dramatic 
tradition —a “merchandise-able”™ 
tradition nearly two centuries old? 


In nationally-advertised Keith 
Highlanders, this unusual 
combination has proved itself 
to be a valuable sales force. 





Current sales are limited only by 
supply. Supply is steadily 
increasing. And dealers are 
reaping the benefits—both in 
profit and in prestige. 


Keith Highlanders reflect a heritage of craftsmanship 
handed down through seven generations of the Keith 
family —a shoemaking tradition 189 years old. 


THE PROUDEST NAME IN SHOES 


Keith Highlanders 
priced from $19.95 





Boot and Shoe Recorder 











wuUMBERS 
! 


ack aad 
row n suede. 
& M widths. 
SS. 


svece tH gn 
heel. 
idths $3 10 


Block and Brown suede. 
High and Cubon heel. 
N & M widths. $4.50. 


X Block, Brown 
Green suede, 
ent nag 
widths. 


z 

Block and Brown suede 
High and Cubon hee 
N & M widths $4.50 

Y 

Biack and Brown 

suede. High und 

Cubon heel. N & 

M widths. $4.00. 


lester pincus shoe corp. 
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THE FLORSHEIM SHOE COMPANY «+ CHICAGO «+ MAKERS OF FINE SHOES FOR MEN AND WOMEN 
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by EUGENE J. HARDY 


With Russia's iron hand now clearly discernible in the economic and 
political life of Czechoslovakia, the future of the Czech shoe and leather 
industries is somewhat uncertain. A five-year trade agreement has already been 
signed under which Russia will receive undisclosed amounts of shoes and shoe 
machinery along with many other commodities. 


However, should the Czechs retain any degree of economic freedon, 
footwear will again be exported to the United States in order to obtain badly— 
needed dollar credits. 

As a result of a recent survey trip through the United States, the 
director of the Czech nationalized shoe and leather industries believes that the 
best policy for their industry, in regard to exports to this country, is to 
specialize in the production of high quality women's shoes. 


According to information received here, this Czech official noted that 


fairly large quantities of this type footwear were now being imported by 


American firms and sold in leading department and specialty stores throughout 
the country for as much as $35 a pair. It is quite obvious that he is referring 
to the Swiss imports. 


The Czechs point out that there would be less Be in the United 
States over the importation of 200,000 to 300,000 pairs of this type annually, 
priced at $20 a pair and up, than there would be over 4 or 5 million pairs at $1 
a pair and yet the return in dollars to Czechoslovakia would be greater. 


* * &# & 


Consumer complaints about recent increases in the price of shoes, 


particularly high-grade men's footwear, brought about by recent price increases 
in bovine hides, skins and leather, are beginning to trouble Washington 


economists. 
The White House economic staff has been made aware of the complaints 


since many of the letters have been addressed to the President. Along with many 


other commodities, the upward trend in shoe prices is being carefully studied in 
the nation's capital. Labor union economists are also taking more interest in 


the subject. 






















































































* *+ *® & 


Provision has been made in the new British budget to continue the 
government subsidies on hides and leather, according to information received 
through diplomatic channels. Principal re reason for the action is the increase in 
the world prices of these raw materials which would adversely affect British 
supplies if competitive market conditions prevailed. In effect, the British 
government is underwriting purchases from abroad to assure adequate leather 
Supplies at reasonable price levels for both home consumption and the all— 
important export market. 
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The productivity study of the shoe industry, covering the years 1939 
through 1945, now under way in the Bureau of Labor Statistics, has been delayed 
and it will be at least another six weeks before the report is rea for 
publication. The delay is due primarily to shortages of personnel brought about 
by Congressional cuts in appropriations which have also slowed down other work 


within the Bureau. 
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SHOE ADVERTISING HISTORY IS IN THE MAKING 


BW ore big news is in the making by SUNDIAL! In the 
next issue of Boot and Shoe Recorder, Sundial will announce 
the next step in its advertising program that is sweeping 
SUNDIAL’S eastern-seaboard territory and building one of 
the great shoe merchandising successes of modern times. 


Don't miss the Sundial announcement in the August 15 issue. 
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Sma SOE COME 


Division of International Shoe Compeny 





NATIONALLY ADVERTISED 


hramatssier Ci he 
tnkle dude. 


Tweed Fretutar Cnprilim 


Jef fein She M st pwr 


dolecnine han (874 


TWEEDIE FOOTWEAR CORPORATION © JEFFERSON CITY, MISSOURI 
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W. D. WRIGHT of Wright-Scruggs. 


Spartanburg, S. C., is a staunch be- 
liever in the “Survival of the Fit- 
test.” Having been established 
under the same management, in the 
same location since 1903, he defi- 
nitely attributes the longevity and 
success of the business to certain 
ideas and principles. and advertis- 
ing holds a prominent position. He 
says: 





“All of us at Wright-Scruggs be 
lieve in ADVERTISING. A ‘satis- 
fied customer’ is our first and best 
‘orm of advertising. We render ser- 
vice to each customer alike and sell 
quality merchandise—name_ brands 

-which are nationally advertised, 
at standard prices. We have missea 
hundreds of sales in recent years. 
rather than fill our shelves and load 
up our loyal customers with inferior 
merchandise. Thus, our customers 
have been and are satisfied. for we 
are now serving the fourth genera- 
tion. 

“Wright-Scruggs has always ad- 
vertised regularly in Spartanburg’s 
daily newspapers. In conjunction 
with the opening of our store in 
February of 1903. we ran our initial 
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announcement in our local paper. 
Since that time we have never failed 
tu use the newspaper as a medium 
of advertising our quality merchan- 
dise, as well as keeping the name 
‘Wright-Scruggs’ before the general 
public. 

“Spartanburg is boastful of the 
fact that it is the first city in South 
Carolina to have a national radio 
station and ours is the first business 
firm to have signed a contract with 
cur local station. for commercial ad 
vertising. Since 1940, we have been 
~pohsoring a fifteen minute newscast 
with the slogan: “W.S.P.A. for News. 
Wright-Scruggs for Shoes.” 

“We shall continue to go forward 
ioto the future with the same policies 
and honest prog 


. 
ress. 


convictions for 


DR. MARCUS NADLER, professor 
of finance at New York University. 
told an audience at a recent Illinois 
Bankers 


Chicago: 


Association meeting in 

“Competition is increasing and 
the economy of this country is in 
transition. Business 
more risky, inventories are large. 
prices are high and with present-day 
buyers’ resistance. a decline in 


is becoming 


prices is likely in the not distant 
future.” 


* * 4 


ROBERT L. SMITH. manager of 
the shoe division of M. Mclnerny, 
Lid. of Honolulu, Hawaii, writes: 
“For the past few years we have 
been making our buying trips into 
the mainland twice a year, but with 
air travel now making it possible 
for us to leave Honolulu and arrive 


in New York in some twenty odd 
hours, we will be making our buy- 
ing trips more often and buying for 
-horter periods. 

“We find our customers are very 
selective and want definite styles 
and materials in the shoes that they 
are buying today; so that we, in 
turn, must be more selective in try- 
ing to buy the shoes that our cus- 
tomers want. 

“Our business, | think, is follow- 
ing the general trend that is now 
happening on the mainland—i. e., 
our unit sales are down but our dol- 
lar volume is holding up very well. 

“MclInerny’s. which will be 
ninety-eight years old in January, 
started construction work on its new 
store at Fort and King Street. This 
will be compieted by November 
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first. It will be a men’s and wom- 
en’s specialty store, with the 
main floor devoted to wom- 
en’s and children’s shoes, acces- 
sories, etc., women’s ready-to-wear 
salon on the second floor and men’s 
clothing and shoes in the lower 
level. The new store will have 
such features as hexaglass doors op- 
erated by electric eye. It will also 
be fully air-conditioned. Fixtures 
are being designed by the Grand 
Rapids Fixture Company. Special 
designs will include fitting stools in 
the form of Hawaiian outrigger 
canoes and the base of window fix- 
tures in the form of Hawaiian surf 
boards. 

“With the opening of the Royal 
Hawaiian Hotel, we are getting a 
great number of tourists to the 
Islands and we are doing every- 
thing we possibly can to take care 
of all of them.” 





OUR AMERICA 


—There are those who are keenly 
critical of our form of govern- 
ment—our “free enterprise” sys- 
tem, if you will—but as Al Smith 
once said: “Let's look at the 
f. ; i 

—Some facts recently stated by Dr. 
Lewis H. Haney, economist, are 
enlightening: 

—"lt takes one hour of labor to make 
a cotton shirt in the United States, four 
hours in Great Britain, and nine-and-a- 
half hours in pre-war Germany. It takes 
60 hours of labor to make a radio in 
the United States, 17! hours in Great 
Britain, and 262 hours in Sweden. The 
coal that it takes an American miner 
one hour to produce requires seven 
hours in Russia. 

—"And although the United States 
has but about 6% of the total popula. 
tion of the world, its people have 75%, 
of all the automobiles in the world, 
54%, of the refrigerators, 50%, of the 
radios, and one-third of the soap.” 


—A higher standard of living? Of 
course we want it; we're always 
getting it in fact. It never stops 
going higher. 


President 





WALTER C. ROOSE of the Marion 
Shoe Divisior, Daly Brothers, 
Marion, Ind., writes: 


“I was rocked on my heels this 
morning by a postcard which read: 
‘Dear Sirs: I shall be much obliged 
to you if you will send me your shoe 
cutalogue for ladies and gentlemen, 
and booklet “How to Fly.” ’ 

Yours truly, 
(Signed) C. Z. Chow, 44 Chin 
Hai Road, Shanghai, China.” 


“On the reverse side was a $10.00 
government stamp on the Govern- 
ment post card and added was a 
$400.00 and three $1.00 postage 
stamps—or $413.00 to send a post 
card! What set me on my heels? 
Why the fact that our 3c. will mail 
this same card back to him! Here’s 
a concrete and flagrant example of 
INFLATION and what it can do te 


the economy of a nation!” 


COBBLERS, INC. of Los Angeles, 
Calif., believe that: “Shoe retailers 
can derive the maximum benefit 
from the money spent by shoe man- 
ufacturers on national advertising. 
by letting their community know 
through local ads that they are 


carrying these nationally advertised 


lines. 
“If more retailers would realize 


the importance of advertising na- 
tional lines locally, shoe manufac- 
turers wouldn't be swamped with 
mail, asking where those nationally 
advertised styles are available.” 


LUCILE COLEMAN of Staten 
Island, New York, sends us a bit of 
verse on buyer psychology: 


SHOE-OLOGY 


“Hf the salesman should proclaim 
When trying on a pair of shoes, 
My left foot large, although | 
choose 

To buy that pair, it’s not the same 

As if he’d said my right foot’s 
small. 

Then they would feel more com- 
fortable.” 


“Whut would ye do if'n ye whur in mah shoes? " 
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TRY THESE FOR SIZE! 


From her somewhat precarious perch on a 
pile of snowshoes, Joanne Brown, attrac- 
tive young employee of the War Assets 
Administration, tries on a pair of Army 
ski boots in anticipetion of snowy days 
ahead. These ski boots were among «a 
large number of items in more than 
$2,000,000 worth of war surplus equipment 
which was auctioned off recently. 
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To please the young ad- 
about: Goldclasped black 
suede cocktail vanity fitted with 
large mirror and compart- 
ments: Friedman & Shanbron. 
Matching gold necklace, brace- 
let and earrings; Walter Lampl. 
16-button black rayon crepe 
gloves; Shalimar. Gold cello- 

mesh sash with kidskin 
tips; Lapelle. Marble rose print 
on white chiffon evening hand- 
kerchief and abstract design on 
three-vard white chiffon stole; 

both Brooke Cadwallader. 























by ELINOR FOX 


CHRISTMA 
is a FAMILY AFFAIR 


For mother: Suede 
belt, broad in front, 
narrow in back; Belt 
Creations, Gold spray 
pin, matching ear- 
_ rings, link bracelet; 
a . Walter Lampl. Shell.- 
handled Prince of 
Wales umbrella, 16- 
rib nylon in green 
suede case; Luster- 
man Seldis. Extra 
wide maple leaf print 
silk scarf; Echo by 
Edgar C. Hyman. 
Green suede box bag 
with vanity mirror: 
from Em-Kay. 












For daughter: Letters to and 
from Emily Post, and state 
flowers on scarfs; Brooke Cad- 
wallader. Gold metal “Roman 
Bracelet” belt, and “Stardust,” 
perforated black suede with 
gold kid underlay, gold metal 
buckle; both Schaffer. Beige 
capeskin gloves with intricate- 
ly cut cuff; Ireland Bros. Green 
snakeskin spectacle case and 
wallet with outside purse; 
Both from Lesco, Ltd. 


ee, nmeertwermrrt ee 


Attractive Slippers, Good Accessory Assortment Invite 
Christmas Traffic in Shoe Stores. Specialized Shops as 
Well as Family Stores Can Profit by Emphasizing Gift Shop- 
ping. Family Interest Best Yuletide Promotion Appeal. 


Indoor glamour: Gold, silver 
and black corded metallic 
mule, 20/8 wedge; La Marquise. 
Red satin 21/8 wedge sling, 
soft red bunny covering the 
vamp; Ryder of California. 
Cozy pink shearling Majorette 
bootee, white ball trim, fleece 
lining; Consolidated. Spirit of 
Christmas. jolly little red fab- 
ric Matador with green em- 
broidery, rick-rack: Capezio. 


i, i 








ee of what position slippers and acces- 
sories assume in your year-round plan of operation, 
the Christmas selling period is one season during which 
these items must certainly rise to paramount impor- 
lance in your store. For gift shopping definitely diverts 
the interest and the dollars of consumers from shoes 
and any other staple wearing apparel. The store which 
does not cater to the Christmas tree will see little 
trafic during the months of November and December. 

On the other hand, shoe stores which are able to dis- 
play and advertise gift items during this period will not 
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Slippers for dad: 
Black Brigadier 
piped in red: L. B. 
Evans. Smooth 
brown leather 
scuff, fringed suede 
tongue, Fulton. 
White stitched 
navy scuff; Lion. 
Fireside bootee 
with comfortable 
platiorm; Llama 
Slippers of Cali- 
fornia. 


























For father and son: 
Boys capeskin 
gloves; Suttons, Inc. 
Initialed gold tie 
clasp, cuff links, ex- 
tension key chain; 
Swank. Silver buckled 
tooled belt and brown 
crocodile snap belt 
with gold filled ini- 
tialed buckle; both 
Hickok. Shell Cor- 
dovan cigarette case, 
zippered key case, and 
wallet with removable 
photo folder; Cor- 
duro by Service Mfg. 
Co. Men's brown 
cape gloves with 
knitted lining gloves 
to wear separately; 
Daniel Hays. 





only do a rush business at their slipper and accessory 
bars, but will lure many a customer who, once in the 
store, decides that he or she needs a pair of new shoes to 
wear during the holiday festivities. Attractive styles 
for leisure or sport wear will also stimulate interest in 
giving shoes as Christmas gifts. 

Slipper stocks must be at their festive best for gift 
selling. Customers buy their own staple slippers for 
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For tots and teens: Brown and 
green hunter motifs on white 
scarf; Echo by Edgar C. Hy- 
man. Red quilted capeskin 
bag; Bels-Mode«. Suede mittens 
outlined in white bunny; Dix 
Fur Co. Jeweled gold Ricksha 
Boy, antiqued silver heraldic 
pins, telephone charm and mesh 
clover disc bracelets; all Fash- 
ions by Benedikt. Embossed 
natural saddle purse belt and 
red cowhide polo belt buckled 
with leopard-stenciled fur; both 


triangular handbag, coordinated 


every day use, but for Christmas they want to give 
and receive more exciting, dressy, unusual slippers— 
smart, colorful scuffs and operas for men; gay, grown- 
up patterns for youngsters; glamorous mules for 
women; bright and jaunty young things for girls. At 
the same time, remember that there is a conservative in 
every family and be sure you have an ample stock of 
more subdued classic slippers to satisfy the many re- 
quests you will receive. 

Remember especially that this holiday above all is a 
family affair. Keep this thought in mind when planning 
Yuletide promotions; here’s one promotion wherein 
. the homey touch will always have far greater appeal 
| than will sophistication, no matter what the general 


_ 


tie 
as 


character of your clientele. And don’t be afraid at 
Christmas to indulge in a few more accessory items 
than you usually carry. Even if yours is a specialized 
shoe store, selling only men’s, women’s or children’s 
shoes, don’t surrender the bulk of this holiday business 
[TURN TO PAGE 78, PLEASE] 









Above—Straight from Santa: Boyish red leather 
gored boot. plaid lined: Swan. Very young 
lady’s sandalized red slipper with red and 
white pompon; Skippy. 










Left — Mother-daughter act: Quilted vee 
“Brigadoon Plaid,” sling for 

elasticized anklet for the little one; Kleinert 
Rubber Co. 











Right: Two boots for be- 
fore and after skiing, left 
to right: Brown or black 
split calfskin with full 
shearling lining and elec- 
trified cuff; Consolidated. 
Heavier boot for men of 
horse or cowhide, with 
shearling lining, rubber 
bottom; from _ Bristol 
Mfg. Corporation. 

































Left: Three wom- 
en’s figure skates, 
left to right: 
White elk upper, 
high wave top pat- 
tern; Endicott- 
Johnson. White 
elk one-piece up- 
per, double sole; 
Brooks. Figure 
skating shoe with- 
out runner, white 
buck upper; Rie- 
dell Shoes, Inc. 














PLAN for 


by 
L. DICK KEYS 


After-ski-and-skate shoes, left to 
right: Handmade molded one- 
piece Habitant moccasin rub- 
bed to hard high finish; Stand. 
ard Supplies. Men’s wine wool 
zipper lounger, natural rubber 
soles, rubber counters; Wellco 
from Dunham Bros. Ankle 
high split leather boot with un- 
born calf cuff, side tie: J. Mack- 
ey. Men’s sheepskin § cxipper 
boot. lamb’s wool lined: 
French. Shriner & Urner. 


Ries and Winter sports, in gen- 
eral, have come a long way since 
the decade of 1850 when the Rev. 
John L. Dyer, an itinerant Metho- 
dist preacher, made his way through 
Colorado on Norwegian-designed 
slabs of wood, the first recorded 
use of the ski in the United States. 
or when “Snow Shoe” Thompson 
ploughed 90 miles with the mail in 
the year of °56, from Placerville to 


















































WINTER SPORTS in SUMMER 


Postwar Market Fertile Field for Promotion of Winter 
Sport Footwear. Demand for Ski, Skate and After-Ski-and- 
Skate Shoes Likely to Be Strong for Coming Winter. Begin 
to Plan in August to Get Your Share of This Business. 


Carson Valley in the deep snows of 
the California Sierras. 

Skiing as a serious sport, how- 
ever, first came to the United States 
with the arrival here of Sondre 
Nordheim, from Telemark, Norway. 
in 1883, and two brothers Hem- 
mestveit, of Christiania, Norway, in 
1888. These three men were spe- 
cialists in the techniques of skiing 
{pronounced “sheeing” in Norway 
and the Germanic-speaking parts of Right: Hockey 
Europe); the “telemark” and the Se = 
“christy” today define the two most supports, shearling ¢ 
famous kinds of skilled ski turns. tongue lining: 

Just prior to World War II, it ppg “ao 

was estimated that about three mil- Another — hockey 

lion people spent $200,000,000 an- ah etn: Asce 

nually on ski equipment and the from Arnoff. 

; incidental expenses of the sport. 

, How would you the shoe retailer. 

like to cash in on just a small frac- 

tion of this business? It shouldn't 

be too tough a job, since the Winter 

sport enthusiasts still have an 

enormous fund of energy and eager- 
[TURN TO PAGE 80. PLEASE] 


Three ski boots, left to right: Wing 
vamp design on boot with quadruple 
P sole, reverse outer welt and crossed 
. ankle strap; Chippewa. Cross-strap 
boot from Sandler, with double lace, 
shearling inner lining, composition 
rubber sole. French pattern boot by 

G. H. Bass, with aquatight upper, - 
foam rubber inner lining, V-ankle 
a strap, brought back for the first time 
since before the war. 





THANK woe GHILLIE 


Intricate Lacings And Tying Devices Are Fea- 
tures In Fall Patterns. They Reflect The Ghillie 
—A Classic With A Background Story Worth 











iF the late 20’s, when the Duke of Wind- 
sor, then Prince of Wales, was setting 
tongues wagging with his dress and his 
escapades, the ghillie, an attractive pattern 
with an intricate lacing arrangement, en- 
joyed popularity and some limited volume 
in high grade men’s shoes. Long a favored 
pattern with Englishmen, particularly of 


Knowing 


The ghillie tying device is ver- 
satile. Here is an attractive ap- 
plication to a plain toe, reverse 
calf shoe with smooth calf sad- 
dle. From Stacy-Adams Co. 


by JOHN REILLY 


Fine English shoemaking by 
Padmore & Barnes, distin- 
guishes this three-eyelet classic 
ghillie in brown reversed calf, 
with smooth calf apron. 


the hunting and shooting set, this all- 
around, out-of-door spectator and in the 
case of shooting, active sports shoe never 
attained in America, the success it de- 
served. Perhaps this was true because of 
the fact that it was too ornate, cut too high 
and its intricate lacing arrangement was 
too novel for American tastes. 





FOR THOSE POPULAR FALL 


LACING EFFECTS 


However, basically the ghillie pattern was a sound shoe 
as all classics are, and from a design standpoint, it de- 
served a better fate. 
In tracing the history of a shoe pattern, one often 
notices that a radically different style which itself enjoys 
but limited and short-lived popularity, often has a strong 
influence on the styling of other types of shoes. Such is 
the story of the ghillie, which after a generation has re- The ghillie tie lace brings 


a ) peal to the Nor- 
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shoe. Air-O-Magic by 
Marion Div. Daly Bros. 


In the Moc-Front country shoe, the ghillie 
tie lace has found its greatest strength in 
application. This rugged pattern is volume 
today and its acceptance is growing. 
There's lots of ghillie influence in it and 
lots of background color behind that in- 
fluence. Left to right: Shoe from Fortune, 
Division General Shoe Corp. and two pat- 
terns by Winthrop, Division, International. 
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ibove: At an emergency reception st-t'on in Bratis- 
lava, Czechoslovakia, maintained by the Joint Dis- 
tribution Committee. Jewish youngsters en route 
from Poland to areas in Western Europe receive neu 
shoes to replace their travel-worn footgear. 260.000 
pairs were distributed by the JDC last year. The 
organization maintains a staff of over 300 American 
professional and technical workers to carry out its 
relief, resettlement and reconstruction programs in 


behalf of distressed Jews abroad. 


Right: Muddy boots are the least of his worries as 

Bob Styles cleans a house in Rutland, Vt., with a 

shovel after recent flood waters carried mud and 

debris into it. Hundreds were left homeless when 

a break in a dam sent flood waters coursing 
through the town. 





The Senator collects shoes 
Sen. Brien McMahon from 
Connecticut looks over a 
pile of shoes in Washington 
which he received in re- 
sponse to an appeal for 
Polish displaced persons in 
a camp in the British oc- 
cupied zone of Germany. 


SHOE NEWS 
PICTORIAL 
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Below: Fishermen need hip boots, and these three an- 

glers are no exception. The scene: Sun Walley, Idaho, a 

good place for the sport when the snow leaves this re- 

sort. They're going after rainbow trout at Big Wood. 

one of the hundreds of Idaho mountain streams and lakes 

stretching through an unsettled area as large as the 
state of Connecticut. 





Wanda Chenault. cover girl, gets a lesson in mid- 
Summer air conditioning for feet from Dr. Benjamin 
Kauth, head of the Podiatry Society, at Palisades 
Amusement Park. The doctor explains that allleather 
shoes allow the feet to breathe, even when they're 
pounding pavments instead of sandy baches. 
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The best foot’s forward as this embryo chorus line in 
Peoria, Ill.. rehearses for a show at the Proctor Recrea- 
tion Center. All ages 3 to 5, the line may not be per- 
fect, but for dimpled knees and facial expressions they 


certainly can't be beat. 





Doc Weaver. right. St. Louis Cardinals trainer. shows Third 

Baseman Whitey Kurowski a new air-foam inner sole designed 

to add speed to the fleet worid’s champions. Weaver, who has 

been experimenting for five or six years, perfected the sole 
during the Winter. 
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Distinguished 
New Shoe Store 
In the Northwest 


i. designing and well planned layout make 
the new Walk-Over store on Nicollet Avenue, Minne- 
apolis, one of the most beautiful shoe stores in the 
Northwest. 

The exterior has a glass front with set-in shadow box 
for merchandise displays on one side of the entrance, 
affording passers-by an idea of the quality of merchan- 
dise and attractiveness of the interior. 

At the front is the men’s shoe section, which is new 
to this store. In the former location, men’s shoes were 
not carried. This department is done in cream leather 
with built-in settees at one side. Mirror decoration is 
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Exterior of the new Minneapolis Walk-Over 
store is completely modern, of glass, with set- 
in shadow box at one side of the entrance. 


used for wall backings. 

The middle section of the store is used for displays 
and for handbags and hosiery. Hosiery has also been 
added as a new feature. It is to be promoted extensively 
in advertisements and in display cases. 

At the rear, the main salon is laid out in circular 
form, broken with wall mirrors ten feet high and six 
wide, against a wallpaper background. Unusual, and 











The main women’s salon at the rear, is laid out i 

circular form. Wall mirrors are used as panels at inter- 

vals. The circular seat embraces a mirrored pillar lead- 
ing up to a mirrored dome. 


very beautiful, is a center mirrored pillar, topped with 


a mirrored dome, 18 feet across and lighted with cold 
cathode. 

The cvlor scheme is of soft green and rose, carried 
out in chairs and settees arranged in casual groups. 

A children’s section adjoins the women’s salon at 
the rear. 

A new type of lighting, of Norwegian patent, the 
first employed in the city, is made up of a string of 
cathode rings, fastened to a trench especially designed 
and built for the store. This row of lights extends from 
the front toward the back, through the middle section. 
Hanging spots are also used to accent certain sections. 
Displays on low wall cases in the middle section are 
lighted from below with lighting set in the tops of the 
cases. Ceiling spots are employed in the women’s and 
children’s sections. 

Floor display cases, also especially designed, have 
glass tops, set on “cricket” legs. This brings the dis- 
plays high enough to be seen easily and gives distinc- 
tion to the display groupings. The wood in these dis- 


4 The middle section of the store is used for handbags and 
hosiery. Note the display cases, set on “cricket” legs, 
to bring them up to a comfortable level. 


The cashier's desk is at the left. Here may be seen the 
new type of lighting which is used in this store, con- 
sisting of a string of cathode rings. 


play units is walnut in silver grey finish, an effect which 
is achieved with white paint rubbed into the grain of 
the wood. These cases are used for displays of ensem- 
bles of handbags and shoes of high style. Hosiery is 
also shown in one of the cases. 

On one side are glassed wall cases, on the other low 
wall cases which hold displays on the tops and have 
closed sections underneath for extra stock. 

The store is stressing high style shoes. The new 
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ditorial outlook 


Between Devil and Deep 


NOT so many months ago shoe people were deeply con- 
cerned about the widely advertised imminence of a 
trade recession, presumably to be accompanied by a 
sharp drop in prices. Today, one shoe manufacturer 
after another is raising prices or discussing the prob- 
ability of a price rise, while recession fears have largely 
given way to apprehension over the perils of a new in- 
flationary spiral. 

A Canadian UN representative, reading the news- 
paper stories of flying saucers and reported thefts of 
atomic secrets, exclaimed in bewilderment “What a 
country!” He might have added “What an age!” Never 
has it been so difficult to plan the operations of a shoe 
business. Or any business, for that matter. 

In spite of all the confusions and contradictions. 
things could be worse. Retailers we have talked with 
recently are not so much concerned about the immediate 
situation as they are about the uncertainties of the 
future. On that score there seems to be some reason for 
concern. Increases in shoe prices at this time cannot in 
any sense be regarded as good news. Not, at least, from 
the standpoint of the harried consumer, or of the re- 
tailer who has to face him across the fitting stool. 

As one midwestern shoe buyer expressed it, “dimin- 
ishing returns set in several months ago as a result of 
previous increases, and further increases can only make 
the reaction to this economic law more positive.” 

Sooner or later what goes up must come down, the 
retailer reasons. Or must it? Maybe the good old 
American dollar isn’t going to be what it used to be 
from this time forward. The price plateau of the future, 
when, as and if we arrive at one, may be on a higher 
level than heretofore. Or, on the other hand if prices 
come down, sales volume may be adversely affected in 
the general liquidation. The retailer can’t figure the 
future with any degree of certainty, and because he 
feels uncertain and insecure, he does the natural thing 
and pursues a policy of caution. 

But even the merchant's instinctive caution is tem- 
pered by the fact that if he expects to stay in the shoe 
business he must have merchandise, and if prices are 
going up there’s no particular object in holding off. 
Shoe manufacturers at the moment are encouraged by 
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the fact that some of the volume distributors, after weeks 
of hesitation, have lately stepped up their buying. The 
New England Shoe and Leather Association feels their 
optimism may be premature. Maxwell Field, executive 
vice-president of the organization, sounds “a note of 
caution—to temper the optimism now apparent in the 
shoe trade.” He reminds members of his association 
that “most hide and leather prices today are at the high- 
est levels of the year,” and that “in many instances these 
prices are even greater than the peak levels reached 
after World War I.” He might truthfully have added 
that the same statement would hold good for shoes. 

Since the first of July some hide prices have softened, 
then firmed again; he would be a rash prophet who 
would adopt any other approach to the present situa- 
tion than one of “proceed cautiously.” While the weight 
of opinion among economists is preponderantly against 
any sort of recession this year, there seems to be a grow- 
ing feeling that the future of business in this country 
is closely related to the international situation and par- 
ticularly to developments in Europe. 

Foreign trade is regarded as one of the main supports 
of present industrial activity in America and of the 
existing price level. But Europe is faced with a critical 
contraction of dollar exchange. Will the Marshall plan 
halt this trend and provide a new reservoir of purchas- 
ing power for an impoverished Europe, plus a con- 
tinued stimulus to the American economy? Apparently 
the Russians think it might and such an outcome is not 
in harmony with their objectives. Time alone will tell 
if they and we have sized the possibilities up correctly. 
Then arises the further question as to how soon the 
Marshall plan can be gotten under way. 

Last Spring a lot of people were convinced that shoe 
prices were due for a decline. Boot AND SHOE RECORDER 
canvassed the various factors affecting the situation at 
the time and became convinced that the shoe trade 
would have to figure on a relatively high price level for 
some time to come. We still hold to that opinion. But 
that doesn’t mean that we are insensible to the dangers 
that lurk in a new inflationary spiral. 

Up to now consumers, however reluctantly, have paid 
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THE S. J. Brouwer Shoe Company 
and a young lady with a lovely 
voice have made a lot of youngsters 
and parents happy in Milwaukee, 
Wisconsin. On March 3, 1947, the S. 
J. Brouwer Shoe Company in search 
of something different in the way of 
a children’s shoe promotion turned 
to the possibility of a “Brouwer 
Story Lady” on a local radio sta- 
tion. Knowing that all children love 
a story, Brouwer’s decided to spon- 
sor a fifteen-minute program broad- 
cast every Monday, Wednesday, 
and Friday at 4:45 P.M. in which 
such stories as “Jack and the Bean- 
stalk” and “Little Black Sambo” 
would be brought to life. Named 
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“Listen My Children,” it was the 
first program of its type in Mil- 


waukee. Miss Gross, the Story 
Lady, narrated to a background of 
music fairy tale favorites requested 
by the children. The idea was suc- 
cessful, and parents commended 
Brouwer’s for presenting a program 
aside from the usual “blood and 
thunder” variety, and asked that the 
series be continued. That the chil- 
dren themselves like the program 
is attested to by the scores of letters 
received by the firm in which the 
youngsters express their apprecia- 
tion. 

So that mothers and children 
might personally meet the Brouwer 





Children’s Radio Program 
Builds Good Will 


S. J. Brouwer Shoe Company in Milwaukee, 
Wis., Has Found that a Fifteen-Minute 
Program of Stories Three Times a Week 
Has Earned the Gratitude and Apprecia- 
tion of Young Customers and Their Parents 


Top left: The Brouwer 

Story Lady reads re- 

quested fairy tales to a 
background of music. 


Left: The Story Lady 
party, held in the third 
floor children’s depart- 
ment at the store was a 
complete success. In ad- 
dition to the Story Lady, 
a magician and a clown 
amused the young cus- 
tomers who attended. _ 


Story Lady, Brouwer’s transformed 
their third floor children’s depart- 
ment into an auditorium for a 
“Story Lady” party. Over 200 chil- 
dren attended. 

Everything on the “Listen My 
Children” program is addressed to 
a young audience, including the 
commercials. The commercials, of 
an institutional nature, direct the 
children toward proper foot health. 
promoting shoes scientifically de- 
signed and their need for expert 
shoe fitters. Brouwer’s have found 
that down to earth commercials pay- 
off, for children have often been in- 
strumental in getting their parents 
to patronize Brouwer’s. 


Boot and Shoe Recorder 











IS THE ONE IN DEMAND: 


LLZ 


A SELBY SHOE 








Selby’s 70 years of quality shoe making, 
make the shoes that make the sales—Styl-EEZ. 


Women know this nationally advertised 









brand—know it for style, value and quality. 
Dealers know it for faster sales, fewer 
markdowns, steady repeats. It’s just good busi- 
ness to tip the scales in your favor by 


featuring the brand in demand— Styl-EEZ shoes. 








ARCH PRESERVER + ACTIVE MODERNS 
TRU-POISE + STYL-EEZ - EASY GOERS 
TOWN WALKER - PHYSICAL CULTURE 
GROUND GRIPPER + CANTILEVER 


New York Offices: 3120 EMPIRE STATE BUILDING (Arch Preserver + Styl-EEZ - Tru-Poise 
Easy Goers) 
926 MARBRIDGE BUILDING (Physical Culture - Town Walker 
Ground Gripper - Cantilever) 
Los “Angeles Offices: 816 HAAS BUILDING (Arch Preserver - Styl-EEZ - Tru-Poise - Easy Goers) 
LANKERSHIM HOTEL (Physical Culture shoes) 
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Salesman: 
Know Thy Stoe 


Chapter Seven in a Series of Simple Les- 
sons on Fundamental Requirements for 
Retail Success 


by EDWARD ROSE 


LET us go through the measuring routine to see what 
we do to make sure of a perfect fit, and why we do it. 

We measure both feet for we know from experience 
that one foot can measure 8 and the other 814, one foot 
may be B wide and the other C. 

We measure both feet standing as wel! as sitting. A 
foot will usually spread at least a half size when a per- 
son stands and since Mrs. Fertl will wear her shoes 
walking as well as sitting, we will want to fit her to a 
size large enough to take in the foot spread. 
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We measure each foot, heel to toe for overall length. 

We measure each foot, heel to ball for arch length. 

If the foot measures size 8 heel to ball and size 7 
heel to toe, we know that the customer has a long arch 
and short toes and that it would be best to try on a shoe 
with a corresponding last in size 8. If the feet measure 7 
heel to ball and 8 heel to toe, we will try another last, a 
long vamp one, in a size 8, 

We measure the width of the feet not only with the 
measuring device but also with our eyes for the feet 
are three dimensional and our device is only two di- 
mensional. We see if the foot is bony suggesting the 
need for a narrower shoe than the measuring device 
indicates, or if it is fat and needs a wider width than is 
registered. We notice if the instep is high, medium. 
or low. 

All the above measuring sounds like a lengthy ordeal 
that would consume time, make the customer impatient, 
and hold up the business of selling. This is not so, the 
capable shoe fitter can take all measurements in a very 
short time. He knows that it is not a waste of time, for 
not only does he have that feeling that a man gets when 
he knows he is doing a good job, but he is also build- 
ing immeasurable good will. The customer sees that 
the salesman lives for only one purpose, to fit her feet 
to the best of his ability. The next time she comes into 
the store she will ask for that salesman and that sales- 
man only. 

All right, we have measured both Mrs. Fertl’s feet sii- 
ting and standing, heel to toe, heel to ball. and width. 
We have studied her feet to see if they are fleshy or 
bony. 

Now what? 

Now what depends on our ability and experience as a 
shoe fitter. When we were relatively new at the work 
having measured the feet at 842B, we might have rushed 
off to the shelf and grabbed any pair of 84B’s and put 
them onto our customer's feet. We might even have 
been amazed that the shoes didn’t fit even though they 
were the size required. 

Now that we have had more experience we know that 
the measure is not the last word of judgment in fitting. 
The measure can call for an 842, yet a 9 may be a bet- 
ter fit. This is due in part to the fact that each manu- 
facturer has his own lasts. which are not the same as 
those used by other manufacturers. In addition, each 
manufacturer has a variety of lasts each of which forms 
shoes that fit differently from the other lasts he uses. 
Therefore every style on the shelves can and quite often 
does fit differently from most of the other styles we have. 
Not only do we suffer confusion of each style fitting 
differently, but on at least one occasion a manufacture: 
has changed lasts of a staple number in mid-stream and 
there was a short period of confusion, before we realized 
tat although the stock number was the same the fit was 
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He brings ‘em in 
and 
“\ helps you sell 


9 







Here he is again —- Trimfoot’s Baby Deer. Mothers who see him 
in your store will come to you for their children’s shoes because they 
recognize Baby Deer as the symbol of high quality, reasonably priced 
shoes, and here’s why: 

Month after month, Trimfoot’s national advertising to parents has 
been scientifically measured for effectiveness...and month after 
month Trimfoot’s ads, featuring Baby Deer, have attracted more 
readers than any competing shoe advertisements regardless of size 
or color. 

To you, the shoe dealer, that means that more mothers read the 
story of “Cuddle-Back,” Trimfoot’s patented feature. They read 
about Trimfoot’s modern production methods that cut costs that 
make high quality possible at reasonable prices. And they associate 
these basic advantages with the Trimfoot trade mark, the Baby Deer. 
Display Baby Deer in your store. In your windows and on your 
counters, he’ll attract customers, boost turnover, increase profits. 
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SABY DEER 
SWOES 





VE 
TRIMFOOT COMPANY « TRIMFOOT TERRACE « FARMINGTON, MISSOURI 
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FALL BUYING EARLY 
IN NEW YORK 


THE general opinion that business is 
holding its own is expressed by a 
number of leading New York shoe 
buyers. Many departments confirm 
the report that last year’s phenomenal 
figures have been surpassed in dollar 
volume. Some price resistance is felt 
in certain stores, they say, but when 
the customer recognizes that the 
workmanship and quality of the shoe 
are commensurate with the price she 
is satisfied, according to certain high- 
style retailers. 

White continues to sell in New 
York stores, although the peak of the 
season was reached with very good re- 
sponse to sale merchandise. A wide 
selection of shoes was offered in vari- 
ous price ranges. These white sales, 
in both all-over and spectator types, 
afforded the consumer exceptional 
values and substantial savings. 

One Fifth Avenue store reports that 
black has been 2 good seller through- 
out the white season. due to its prac- 
ticability for town wear. Black suede 
is leading in the early Fall selling. 
Many stores find the plain black 
pump with a medium heel a number 
one item. This pump and other day- 
time types are reported to be selling 
fast. 

Fall shoes with their slender, high- 
riding look are attracting exception- 
ally early business, according to up- 
per Fifth Avenue stores. The ready ac- 
ceptance of the slender and the cov- 
ered look is noted by most depart- 
ments. One merchant reports that his 
customers are anxious to “try them 
en and see how they look.” Still an- 
other merchant confirms the eager- 
ness of customers who are awaiting 
the arrival of new Fall merchandise. 
He feels that the difficulty in obtain- 
ing shoes experienced by the con- 
sumer during the wartime period still 
makes her anxious to purchase her 
Fall shoe wardrobe early. 

The open toe, sling-back, along 
with the platform of medium height, 
are holding their own in consumer de- 
mand. Several merchants are agreed 
that the sling pump with either open 
or closed toe is fast becoming a staple 
shoe. Most buyers find that the con- 
sumer is becoming more selective in 
choosing her shoe wardrobe. 

In the opinion of a very high style, 
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quality-conscious buyer we can look 
forward to an extremely alive and in- 
teresting season which will lend itself 
to highly promotional merchandise 
ard give the customer unsurpassed 
quality, value, style, with figures 
maintaining a high level. 

In men’s departments business is 
concentrated on Summer merchan- 
dise. Tan and white spectators, woven 
and ventilated shoes, are all selling 
well. A few stores report a growing 
interest in ventilated types due to 
their practicability for town as well 


as country wear. 
= = * 


SALES CLEAR CHICAGO'S 
SUMMER STOCKS 


THE long-deferred hot weather finally 
arrived in Chicago, but it came too 
late in the Summer selling season to 
be of much benefit to retailers who 
had large stocks of white footwear. 
For, by the time the temperature had 
climbed, most Summer shoe had been 
reduced. Lytton’s held quite a spec- 
tacular sate when they offered shoes 
in street colors as well as whites at 
$6.85 and $8.85. The lower price ap- 
plied mainly to all-whites and two- 
tones. The higher price included 
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Black, black suede, early Fall shoes 
offered by Arnold Constable & Co., in 
New York, in the middie of Summer. 


bright ligards, patents, black suedes 
and colored calfs. ° 

Although Marshall Field made no 
public announcement of the fact. 
nevertheless all their Summer shoes 
were reduced early in July, mostly 25 
per cent or more off the original price. 
F. E. Foster held reductions for the 
first time in five years, offering many 
of their shoes at almost half-price. La 
the main, retailers were satisfied with 
the results of these sales which 
brought down their stocks to approxi- 
mately the pairage they wanted. 

Once the Fourth of July was past, 
State Street and Michigan Avenue 
merchants began presenting new Fall 
footwear. I. Miller was one of the 
first to show their new conception of 
a fashionable shoe for 1947-48. Em- 
phasizing their faith in the importance 
of the T-strap they presented a slim- 
vamped silhouette with a broad heart- 
shaped cutout in the vamp. In direct 
contrast to this was Field’s presenta- 
tion of several of their new Salon 
models, pumps which they described 
as “a cover-up job on your shoes.” 
All were completely closed up with 
closed toes and heels and cut high ia 
the vamp. They were shown in calf 
and in suede, in d’Orsay styles and in 
buckled Colonial pump effect. 

What dissatisfaction there is on the 
part of retailers about the current shoe 
picture stems mainly from the me- 
dium-priced or lower sections. Those 
stores which carry high priced foot- 
wear declare themselves as constantly 
surprised that that end of the business 
moves forward constantly. Apparent- 
ly high prices are no deterrent to those 
customers who have been accustomed 
to buying in these price ranges. But 
in the medium and lower brackets 
there is somewhat less activity. The 
month of June, for example, showed 
decreases of as much as 20 per cent 
from a year ago in the medium price 
field, while in the Salon type of foot- 
wear figures ran about even, but never 
more than 5 per cent lower than June 
of 1946. Most shoe men anticipate a 
good Fall business. There is a defi- 
nitely new fashion picture coming to 
the fore, and they believe it will be 
an excellent stimulus for good busi 
ness. Then too, unfavorable weather 
conditions never present the same 
problem at that time of year as they 
do in the Summertime. 
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SEASONAL SLUMP 
IN NEW HAVEN STORES 


THE regular July “seasopal slump” 
settled on New Haven shoe business 
with merchants reporting casual shoes 
as best sellers. Special promotions 
failed to bring much in the way of 
sales, and one New Haven retailer 
cancelled his sale after a three-day 
trial. 

Most shoe men said that unit sales 
were up over the same period in 1946 
because of better shipments on shoes. 
and they were optimistic for the com- 
ing Fall business which will be built 
around dark-celored suedes both in 
open and closed models. None of the 
New Haven shoe men plans special 





all-out promotions on closed shoes for 
Fall despite the predictions that these 
will be most popuar. 

The New Haven merchants 
feel that it will take many months to 
sell their customers on all-closed 
shoes since the sling pump and the 
shoe with an open toe have continued 
popular in the area. They will carry 
the newer models for customers who 
want them, but theyll have open 
shoes as well. 

One New Haven shoe retailer was 
doing an exceptional job on baliet 
shoes for all types of wear—play. 
formal dress and daytime dress. The 
ballet shoes in white, black, gold and 
embroidered styles are proving very 
popular with New Haven women, and 
the merchant expects to continue his 
promotion on them throughout the 
Fall and Winter. Many New Haven 
brides have shown a preference for 
this low, comfortable shoe in fancy 
white satin styles. 

Play shoes were off at every store 
but one. At that one, special prices 
on play shoes for women retailing for 
$1.99 to $3.99 had brought a brisk 
trade in these shoes throughout the 
month of June and continued in 
July. The play shoes have been sold 
out in certain styles several times 
ard customer demand has forced re- 
order throughout the sale period. 

One New Haven dealer reporting 
fairly good results on a Summer sale 
said that without the sale, busines: 
on regularly priced shoes had been 
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RUGGEDLY STYLED 
BY RANDCRAFT 











Four popular models for men were 
shown in this attractive ad by the A. 
Harris Company, Dallas, Texas. 





better in the past month and that it 
appeared for the first time to be com- 
ing close to pre-war level. He expects 
it will reach that level by Fall w’th 
special promotions to catch the back- 
ie-school trade bringing results. 
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DEMAND FOR BLACK 
SUEDE IN MIAMI 


Wurre continues to be a good num- 
ber in the Miami area, but elsewhere 
ir. the state it is slowing down consid- 
erably. 

Phil Miller, manager of the shoe 
department at Purcell’s, Jacksonville. 
says the demand for black suede is 
“terrific.” The smart high heel plat- 
ferm classic pump in guede is par- 
ticularly in demand. The same story 
comes from Miami shoe dealers—that 
there is a steadily increasing demand 
for black suede. Even the old experi- 
enced shoe men in this area are sur- 
prised that there should be such a 
call for black because this is not 
usually a black shoe market. But it 
is a fact that plenty of them are being 
shown. Black patent is not so good 
right now as is the black suede. 

In colors it is red that is leading. 
although the demand for balenciaga 
has been unusually good. This is a 
dark beige that complements the 
white or black costume, and can be 
worn with any color, including brown. 

One of the best selling points, ac- 
cording to one shoe man, is the new 
14- to 42-inch platform sole. It has a 
definite place in the shoe picture 
right now, both from the point of 
view of comfort and of styling. 

Shoes are plainer. Gone is the 
gingerbread trim. The early Fall 
styles do show some modest perfora- 
tions. with bow trim. but there is 


nothing ornate about any of them. 
The small mass perforations in both 
bew and vamp are well liked. 

Throughout the Greater Miami area 
there has been an unusual amount of 
advertising space of late carrying 
copy on men’s shoes. One merchant 
suggested that he had to do some- 
thing to compete with the tremendous 
amount of war surplus stock in shoes 
that was flooding the market. An- 
other said he wanted to interest men 
in something beside the plain, heavy 
shapes which had fallen to them dur- 
ing the war years. Whatever the rea- 
son, there have been some clever dis- 
play ads in the local press. 

Low heels continue to be popular. 
They are the answer to the demand 
for more comfortable, longer lasting 
yet attractive footwear. Plenty of rep- 
tile is moving, and this makes an 
ideal travel shoe. The closed-up 
models are holding their own in the 
public fancy, but are not approaching 
anything phenomenal in sales. 

Customer resistance continues to be 
strong; women know what they want 
and will shop until they find it. 

It was expected that green would 
be pretty well in the picture by now. 
but so far there has not been much 
indication that it will be plentiful. 
While it was one of the predicted 
high colors for Fall, there has been 
some delay in securing skins. 








BETTER INVENTORIES IN 
DETROIT STORES 


DETROIT shoe business looks more 
“normal” than it has in a long time. 
as the result of the series of readjust- 
ments that have taken place at both 
wholesale and retail levels. Typically, 
the inventory picture has improved in 
most stores. The bare shelves of some 
months ago have largely disappeared. 
end yet few merchants feel that they 
are carrying too high an inventory. 
Stock on hand is considered about 
right for the prospective volume of 
trade, although some view it as unduly 
high in relation to immediate volume. 

More important is the factor of 
diversification of stock and availability 
of a reasonable selection of merchan- 
dise to the customer. Downtown mer- 
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shoe sales for’ you 







Yessir, Rough Riders make money for smart 
shoe dealers because they're styled the way 
wear like iron—and that rings the bell with 
quality-minded parents! 

Rough Riders are made on patterns and 
lasts that really fit . . . with one-piece 
leather insoles and good, sturdy-weight 
leather outsoles. Full line of genuine Good- 
year welts in widths A to D, sizes: from 
children’s 6 to misses’ 3. Rough Riders are 4 
priced to retail in the popular $3.95 to $4.95 
bracket. For full information, write Rough 
Rider Division, Cannon Shoe Company, 
Baltimore 17, Maryland 





Kids dance with joy over the 
clever, grown-up styling built 
into these Rough Riders 


Left: Popular blucher moccasin 
designed for rough and rumble wear. 
Widths A to D, sizes 12"2 ro 3 






Top: Smart, dressy oxford with 
Smart and Sturdy Shoes for Boys and Girls 


perforated overlay on vamp. 


Widths A to D, sizes 6 to 3 
CANNON SHOE COMPANY, BALTIMORE fe? MARYLAND 


August !, 1947 7? 











Mester ote heel rade 


chants in particular feel that they now 
have a more balanced stock, and can 
do business on a more even basis. In 
some instances, sacrifice sales of par- 
ticular lines have cleaned the shelves 
of a particular type in which they were 
overstocked. Less desirable merchan- 
dise, incidentally, has become almost 
impossible to sell. 

Individual stores report total sales 
slightly ahead of a year ago in terms 
ef unit sales—an encouraging factor. 
although one year back was a rather 
depressed point in the local shoe mar- 
ket. Dollar sales are even more ahead. 
in the case of stores reporting this con- 
dition, because of the average rise in 
the price of merchandise. Upward 
turning point was about six weeks ago. 
this group reports. 

However, a substantial number of 
typical downtown stores report condi- 
tions otherwise. with shoes plentiful 
and money scarce, reversing the war- 
time trend. There was a very evident 
iightening up of the retail market just 
before press time for this issue. some 





of it resulting from the general labor 
uncertainties, which are reflected in 
buying conservatism in the Detroit in- 
dustrial area. A normal Summe-: 
drop-off was involved, but overlooke/ 
in their figuring by most merchants. 

Summer merchandise, incidentally. 
has not sold as well as anticipated. 
and this was reflected in total sales. 
The long-continued cold and rain, un- 
til late in June. discouraged seasonal 
shoe buying. except in the high style 
field, and by the time it ended, many 
women decided it was time to start 
thinking of Fall costumes. 

Local merchants have been con- 
siderably disturbed over price cond:- 
tions, anticipating further unsettle- 
ment in the weeks ahead as a result of 
the coal strike and the lifting of rent 
controls. However. most reports from 
travelers indicated that the line on 
prices was being held at the wholesale 
level—with considerable consumer re 
sistance to price boosts at the point of 
retail sale. 
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SALES VOLUME HIGH IN 
INDIANAPOLIS 


SALES volume is up in Indianapolis, 
but unit sales are down about 15 per 
cent. Price increases accounted for 
part of the gain in volume. shoe men 
have reported. Retail shoe merchants 
and department store shoe buyers 
find little price resistance on part of 
the customer. They take it for 
granted that prices are high and will 
go higher. Summer sales, because of 
inclement weather, when compared 
with previous years are off substan- 
tially. 

Men are showing more interest in 
black footwear, with wing tips, 
quarter brogues and full brogues, 
with a leaning to the fancier shoes for 
Fall, it is reported. With the men’s 
trade going strong in tans and browns. 
there is a tendency on the part of 
younger men to seek something new 
and different. One buyer is planning 
to show dark reversed calf, darker 
shades of tan in fancy shoes with 
sturdy soles and heavier stitching for 
Fall and early Winter wear. 

Women’s footwear is going strong 
on spectators in pumps and ties. 
Shoes fashioned of black patent 
leather, red and green in open pat- 
terns are selling although shoe men 
say that 65 per cent of the shoes have 
closed heels and toes. Play shoes at 
popular prices are in tremendous de- 
mand with many stores entirely sold 
out. Children’s shoes are showing 
more demand but shipments are none 
too good. 








Blue, the new perennial color, was of- 

fered to San Francisco women by The 

White House, in pump styles with bow 
trim 


BRITISH WOMEN ON 
SHOE BUYING SPREE 


CONSERVATIVE British grand- 
mothers are competing, these days, 
with their daughters and grand- 
daughters for open toes, sling backs, 
double wedges, ultra-high heels, fer 
fashionable shoes of every type. Fash- 
ion has hit the British female, young 
and old, with a very definite thud and 
with fashion-right shoes as front line 
essentials. 

Queues form daily at the doors of 
retail stores, handling high grade 
footwear. Newest models are snapped 
up immediately. A buying mania 
has seized the women of Britain where 
shoes are concerned, promising foot- 
wear firms a fashion market as long 
as the present high level of spending 
power lasts. 

Advent of Summer switched de- 
mand to lightweightt sandals, open 
toes, ankle straps and sling back 
types. White is the color most in de- 
mand. Typical whites wanted are a 
high back anklet model in white buck 
with brown calf, hazel and white 
casual sandals, a high heel white kid 
model with sling back and open toe. 
and a white buck sports shoe trimmed 
with brown lizard. 

In men’s shoes, especially in Scot- 
land. an increasing flow of high grade 
footwear is adding to the attractions 





of outfitting stores. Wedge heels, in- 
troduced tentatively in some instan- 
ces, appear to have made little prog- 
ress with men buyers who prefer the 
traditional heel. Outstanding new 
shoes now being sold in exclusive 
stores include the Chukka boot in tan, 
sueded leather. Golf shoes are copy- 
ing the Veldtschoen style and are be 
ing made in high grades with hand 
closed aprons and special rubber grip- 
tight soles. 

Other popular styles are high grade 
oxfords in tan calf with hand sewn 
welts, weather-lined semi-brogues in 
tan grain, and Norwegian types in tan 
grain with half-inch soles. These 
trends in the highest grades retailing 
for approximately £4 (about $16) 
show increasing shoe consciousness. 
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Jarman creates 
a ready market 
for you! 





Of importance to all Jarman dealers is the fact that the above colorful illustration of 


Jarman “Brogadiers” will be seen in October by an estimated audience of more than 
13,000,000 Saturday Evening Post readers. Combined with the many other full 

page, full color advertisements in Jarman’s continuing national campaign, it means nationwide 
knowledge of and demand for the Jarman brand. But of more importance to you, 

the individual Jarman dealer, is the fact that these powerful Jarman ads (nineteen this year) 
are seen by a good proportion of men in your own city or town. They are local 

ads for your store—selling the Jarman brand to your customers and prospective 


¢ custcmers—-creating a ready market for you. Latch on to this promotion that's 





backing up the most profitable brand name in men's shoes! 






SHOES FOR MEN 
JARMAN SHOE COMPANY « DIVISION GENERAL SHOE CORPORATION + NASHVILLE. TENNESSEE 
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AS ADVERTISED IN FULL COLOR IN NATIONAL MAGAZINES 







Sportster Scout 


Sportster Juniors 


college at lou for the schoolyard crowd 
SANDLER 


OF BOSTON 


Lookee, pigtailers ... SANDLER’S gone and 
copied all their college girls shoes 


Sportster Londonaires* 


just for you! From mocs to saddles, you'll be a 
cute junior edition . . . definitely 
a young miss who knows her fashions! 
Sizes 12% to 3 . . . $5.00 to $7.50. 
*Also 8% to 12 


Kampus Kix Juniors* 
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Manufacturing mt Markets 


Boston 


BUYING in the Boston market, both of leather and of 
shoes, has recently been in slightly increased volume 
though by no means has it reached the point where it can 
be considered good. Rather, it has been just barely enough 
to arouse hopes that something more nearly approaching 
what is considered normal may be in the offing. 

On the other hand, there has been no stockpiling by 
either manufacturer or tanner, and the entire New England 
industry is on a hand-to-mouth basis from the raw material 
to the finished product, as it has been for many weeks. 
Leather inventories currently are little more than 20 per 
cent of what they were in the weeks preceding the price 
drop of 1920. Shoe stocks, with the exception of some 
wholesalers, are in much the same shape. No one is willing 
to gamble on the future to any extent. 

New England, with its large production of volume type 
shoes, admittedly has been a bit harder hit by the con- 
tinuing drop in shoe production noted in all parts of the 
country. The New England Shoe and Leather Association, 
in reporting on April production in the three New England 
shoe states, points out that there has been a decrease of 
29 per cent from April, 1946. Massachusetts, with a de- 
crease of 35 per cent, nevertheless led all states in shoe 
production with a total of 6,797,000 pairs. The decrease 
in Maine was 22per cent and in New Hampshire, 19 per 
cent—lower than the national decrease. 

Total New England production during that month was 
12,381,000 pairs valued at $46,853,000. The production 
during the first four months of this year was more than 
51,000,000 pairs, valued at $188,572,000. 


. 
Chicago 

THE uncertainty of the price situation still occupies the 
minds of most retailers. With a poor Summer season be- 
hind them, they are now concentrating most of their think- 
ing on the Fall picture. With the approach of this new 
season, weather plays a less important part in shoe selling 
than it does in the hot weather months. But there is un- 
easiness as to how the consumer is going to react toward 
higher price levels. Several shoe houses which during the 
past months lowered their prices a bit, now announce that 
they must again revert to higher levels because the eco- 
nomic picture in the leather business is such that they can- 
not avoid these increases. 

The continuing scarcity of good quality calf and calf 
suedes stil] presents a major problem in practically every 
shoe factory. Some houses report that they have sufficient 
supplies on hand to carry their production well into the 
Fall months. While their present leather supplies last, 
prices will remain the same. But when it is necessary to 
purchase new supplies, there is every indication that costs 
will again mount. 
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Some shoe firms comment that they will be obliged to 
maintain the quota system inaugurated during the war 
years. Even though many of their distributors have not 
yet made full commitments for the Fall and Winter, they 
feel certain that when the season is almost at hand there 
will be @ sudden deluge of orders. 

Even though domestic slaughter figures show a high pro- 
duction of calfskin, these are still insufficient for the do- 
mestic demand for shoes. In addition, many of these skins 
are of the heavier type suitable primarily for men’s foot- 
wear. Before the war, the insufficiency of domestic hides 
was met by importation from European countries which 
specialized in the production of light weight calf. These 
resources have been entirely cut off since the war, and it 
will be a long time before the United States can again 
count upon enough importation to supplement our domestic 
supply. Thus the entire leather industry finds itself in a 
serious shortage with no immediate likelihood of improve- 
ment. In addition, consumer demand for quality shoes has 
perceptibly increased since rationing was lifted. Thus the 
economic picture is one of limited supply and high demand. 
Confronted with this, the result is always increased prices. 


St. Louis 


F oLLOWING the announced price increases of Brown 
Shoe Co. and Moulton-Bartley, Inc., previously announced 
in Boot anp SHoe Recorper, a number of manufacturers 
in the St. Louis market have since sent letters to their cus- 
tomers noting increases on second Fall lines made from 
calfskin and in some instances on shoes made from suede. 
kid and other wanted materials. Some manufacturers, who 
have not announced increases, are contemplating adjusting 
their prices, while still others have remained noncommittal. 

Generally, increases have ranged from 10 to 15 per cent, 
and, as manufacturers have pointed out, the higher prices 
have resulted from increased labor costs as well as from 
the terrific jump in calfskins. Typical of explanations by 
manufacturers is the following paragraph extracted from 
one of the customer letters: 

“Tt is not our wish to increase our price, but is abso- 
lutely necessary if we are to maintain and continue to im- 
prove our quality. These advances, as you must know, are 
due to the increase in leather, which has advanced in 
recent months as much as 25 per cent; also the cost of 
manufacture has increased.” 

In a statement issued to the metropolitan press of St. 
Louis, the St. Louis Shoe Manufacturers’ Association, 
through its secretary, Oscar C. Orman, higher prices were 
attributed to increased material costs, and the recent 
round of wage increases. Some materials had moved up 
240 per cent since last October, Mr. Orman said. This 
figure was obtained from comparing the cost of light calf- 
skins of last October at 234 cents a pound to the mid- 
July price of about 90 cents. The sharp increase in the 
price of other skins was also mentioned. 








Thanks to the Ghillie 
[CONTINUED FROM PAGE 57] 


appeared as a lacing feature in rugged 
Fall casuals. 

In its current application, this shoe 
is less refined and bolder in detail, and 
the lacing has been simplified and has 
already been received with far more 
enthusiasm than its predecessor. The 
ghillie in its original form was a high- 
riding oxford pattern with a scalloped 
throat and a tie lace that ran very high 
on the instep and was tied around the 
ankle. It was seen most often in rough 
grains and reversed leathers and was 
worn with very heavy wool hose; quite 
often with canvas gaiters. 

The “ghillie,” Webster tells us, was 
originally the “man’s man, a servant 
to a Scottish Chieftain.” Later the 
term came to be used for his gun 
bearer, which probably accounts for its 
association with sporting and shooting 
people. Logically then, this type of 
shoe belonged to the country and should 
have been promoted as a country type 
shoe. The Prince of Wales oxford, as 
the ghillie was known 20 years ago, was 
a lighter shoe and was made, if memory 
serves us right, in a light Gorse calf 
and in Edward’s favored “rusty” re- 
versed calf. It certainly did have a 
close cropped sole and never gave the 
impression of a rough shoe. 

The new ghillie lacing devices seen 
in our Fall ’47 patterns adorn shoes 
that are definitely of the heavy va- 
riety. They are usually moccasin 
types, detailed boldly in plump elks and 
reversed leathers, very often in dark 
wine colors, all with heavy soles. 
Ribbed, red rubber and so-called “lug” 
soles are much in evidence on them. 
Bold saddle fittings, with exposed stitch 
and rawhide thongs tend to make them 
even more masculine. 

The ghillie lacing is an accepted style 
feature now, and a detail which will 
grow in popularity because it is basic, 
as all classics must be. May we sug- 
gest that its classic background be kept 
in mind in your promotion? Its color- 
ful out-of-doors background offers re- 
markable possibility for copy and illus- 
tration themes. 





Distinguished New 


Store in Northwest 
[CONTINUED FROM PAGE 61] 

location is in a section where there are 
many high grade women’s garment 
shops. For this reason high style shoes 
find a ready market for completion of 
costumes. This also holds true for the 
handbags, which are stocked heavily. 
Suggestion of double purchase is made 
by showing bags with all shoes in dis- 
plays cases and in shadow boxes in 
the salon. 

Discussing current shoe trends, Wil- 
liam Woodward, manager of the store, 
under district manager O. W. Swanson, 
in Omaha, observes: “We are not look- 
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ing for any sharp decrease in price, 
especially in quality shoes. The heavy 
cost of leathers and of labor seem to 
point to a continued hold-up in price 
of the finished product. We are buying 
selectively. We feel that this is im- 
portant in the sales picture of today. 
We also feel that stocks must be large 
enough to give good selection in both 
styles and prices in order to give the 
satisfaction which brings repeat busi- 
ness, important in every shoe business. 

“We feature correct fitting. Our 
salesmen are all experienced shoe men 
who know this phase of good selling 
well. This is, we feel, also of the 
utmost importance in bringing in a 
regular clientile each season. 

“The fact that we now have shoes 
for the entire family should also bring 
up the volume of sales. We are viewing 
the future with outimism.” 

The store is advertising consistently, 
stressing each department. One of the 
strong advantages of the new store is 
the favorable background that is given 
to the quality stocks through the beauty 
and attractiveness of the store. 





Former Police Captain 
Co-Purchaser of Shoe Store 


SACRAMENTO, CAL.— Jack Beeman, 
recently resigned police captain, and 
Frank Seymour, have purchased the 
Miller Shoe Salon, 1110 J Street, from 
O. E. Miller and E. Q. Smiley. 

Seymour has been active in fraternal 





and patriotic organizations for many 
years. He is junior past exalted ruler 
of Elks, past commander of Post 61, 
American Legion, and past president 
cf South Side Improvement Club. 
Beeman has lived in Sacramento 
since 1929. Prior to his 11 years of 
service with the city, he spent all of 
his working life in the shoe business. 





Department Store Opens 
Shoe Division 

EAGLE Pass, TeExaS—The Lane De- 
partment Store, Main and Washington 
Streets, has opened a shoe department, 
under the management of Fred Kuhn, 
formerly of St. Louis, Mo. 

The first floor center aisle has been 
given over to it, with a complete stock 
of shoes for men, women and children. 
According to J. D. Kelly, state super- 
visor for the Lane stores, shoe depart- 
ments are being added to all of the 
Lane stores. 





Named Manager of Shoe 
Department in Dallas 


DALLAS, TEXAS — Herschel Green- 
way has been named manager of the 
boot and shoe department at Ring 
& Brewer Company 1803 Elm here. 
The remodeled shop on the firm’s mez- 
zanine floor will feature Western boots 
with its line of men’s shoes. It is 
decorated in a Western modern theme. 





Christmas Is A Family Affair 


[CONTINUED FROM PAGE 53] 





What could be a more prectical novelty item for shoe store Christmas selling 
than a pair of glamorized shoe tips, particularly kind to opened-up shoes, light 


and springy, covered with colorful 


to the local family shoe stores. Cer- 
tainly they have a fine opportunity to 
do an excellent Christmas job, but you 
specialists can rival each portion of 
their over-all trade. 

If you are known as an outstanding 
children’s shoe store, make it known at 
the first sign of the Yule season that 
you are, by the same token, an excellent 
source for youngsters’ gift slippers and 
accessories that look like treasures 
right out of St. Nick’s bulging pack. 
If you are mother’s or dad’s favorite 


faille. By Hortense B. Hewitt, Inc. 


shoe store, let the rest of the family 
know that you can supply gifts that 
will be welcome from the moment the 
wrappings uncover your familiar and 
trusted name. 

Build a family gift trade by present- 
ing an attractive and wide assortment 
of slippers and all accessory lines, 
backed up by your good shoe reputa- 
tion, and you will enjoy a happy and 
lucrative business during what might 
otherwise be a slack and not very happy 
holiday season. 
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Patented VW, 


Warning! 


GENUINE TRANSPARENT SHADES 


lied in our own factory, our 
Infra-Chem formula requires 
specially designed machinery under 
control of technical engineers. 


Chit *Process 


GIVES YOU REAL SUN PROTECTION 


For your own protection, we are 
publishing this warning: 


Others may make a shade from plain 
“dyed material” that Jooks like a 
real Transparent Shade . . . . and offer 
“bargain” prices. BUT 


Only genuine Transparent Shades give 


—_ 


al RANSPARENT SHADE COMPANY 


501 N. Figueroa St. + Los Angeles 12, Calif. 
TRinity 0851 


Address all correspondence to Box 2135, Dept. BS 8 
Terminal Annex, Los Angeles 54, Calif. 


*Patent Pending Copyright 1947 TSC 
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you the patented Infra-Chem* process. 
Only Transparent Shades give you this 
real Sun Protection plus Visibility in 
all colors. 

Don’t be misled by imitations. Insist on 
genuine Transparent Shades—created 
and made only by Transparent Shade 
Co. Look for the identifying label. 


SEND FOR THIS FREE BOOK on 


how te stop display “sunburn” end hiding <= 


TRANSPARENT SHADE CO., Box 2135 











! 

1 Dept. 858 — Terminal Annex, Los Angeles 54, Calif. 

j Yes, send me your free illustrated book on how to get “Sun 
Protection plus Visibility through Transporent Shades.” 

1 Nome Position 

Store Nome 

" Address 144 














Sell Winter Sport Outfits In Shoe Stores 


by IRVING JAFFEE 


Undefeated Olym and 
, ee sae 


World Speed Ice 
Manager of 


Skating 
Olympic Champion Ice Skate Co., Ware, Mass. 


Can shoe stores sell tennis balls? 
Or for that matter, bathing suits and 
other sports apparel? Some stores have 
tried it, and a few have extended their 
operations even farther with varying 
degrees of success. In this connection, 
do you realize the millions of sales that 
shoe stores and shoe departments are 
losing annually in not selling certain 
kinds of athletic shoes and athletic 
wear, such as ice skate shoe outfits, ski 
boots, etc. 

After all, the same man and woman 
and child who goes to the sporting 
goods departments in stores to buy 
their ice skate shoe outfits and ski 
boots is the very same customer you 
have been fitting and servicing ex- 
clusively in shoes for many years. 
Hence, why shouldn’t this same cus- 
tomer be serviced by a shoe specialist 
who fits and sells shoes exclusively, 
equipped with the knowledge and fa- 
cilities to service their customers, un- 
like the sporting goods, hardware, and 
toy stores who have heretofore garner- 
ed the volume and profits to be had 
from these items? 

By what authority or heritage does 
a toy or sporting goods salesman who 
handles, among his shoe sports items, 
hundreds of other playthings, and only 
has a small knowledge of how to fit 
and service a sports shoe item, have 
an open field in such footwear items 
as ice skates and ski boots, as com- 
pared to a shoe salesman? 

As a matter of record, in my years 
of skating experience and from a 
manufacturing and merchandising 
viewpoint, the most essential and vital 
part of an ice skate or ski shoe is the 
proper fit of this item regardless of 
what price the consumer pays. I have 
seen high priced outfits sold to custom- 
ers by toy and sporting goods salesmen 
who have so misfitted the customer that 
it was impossible for them to skate or 
ski with any pleasure or progress. 


In the past ten years, since we have 
initiated our national distribution of 


our line of ice skate-shoe outfits, we 
have zealously adhered to a policy of 
placing our ice skate distribution 
franchises with leading shoe depart- 
ments of department stores and shoe 
stores, who, in all cases, without any 
exceptions, have become headquarters 
and leaders in their community for ice 
skates and other sporting goods shoes 
when the consumer has realized cnly 
too soon that the place to buy and be 
serviced properly for shoes of any 
type, no less sporting goods shoes, is 
in a shoe store, not in a store that sells 
hundreds of other sporting goods and 
toys, and shoes as another one of their 
miscellaneous lines. 

There are millions of pairs of ice 
skates sold in the United States an- 
nually. There are hundreds of ice 
skating arenas being built all over the 
country where ice skating will not be 
dependent on cold weather, but will 
be available all year round in most 
areas of the country, and the prospects 
of building great annual sales for 
progressive shoe stores are most timely 
for the initiation of a winter sports 
shoe department for your shoe depart- 
ments. 

Unlike your regular shoe items, ice 
skates offer no width, half sizes, and 
other regular shoe stock headaches 
in this all-family gift appeal. This is 
a natural, wrap-up, holiday and season- 
able business that shoe departments 
have allowed their customers to leave 
their stores, to purchase in other non- 
shoe stores where their customers did 
not receive even a partial of the ser- 
vice that the shoe specialist could offer. 

Winter sports will be at their peak 
this winter season because of the post- 
war revival of the winter sports 
Olympic Games, taking place this 
winter, February 1948, at St. Moritz, 
Switzerland. And this is a perfect 
season for progressive post-war, mer- 
chandising minded shoe departments 
to take advantage of the immediate and 
future, profitable volume sales avail- 
able in this market. 





Plan for Winter 
Sports in Sammer 
[CONTINUED FROM PAGE 55] 


ness accumulated during the war years 
of forced inertia and, in addition, a po- 
tential market of millions of servicemen 
who find themselves with obsolete or 
derelict skates or ski boots. And close 
as pages in an encyclopedia (so to 
speak), for coordination purposes, are 
the related after-ski-and-skate shoes, a 
prospective gold mine in the ice and 
snow trade. Foresight is the essence of 
retail wisdom and success; it might be- 
hoove the shoe retailer to begin think- 


ing and planning his merchandising 
attack for Winter sports at once, under 
the dog day sun. 

Ski boots this year will fully emerge, 
resplendent with all the refinements 
that warm the heart of the skiphile, 
after a war-hibernation of five years. 
Manufacturers, knowing the intense 
concern with detail peculiar to this cus- 
tomer, have labored to perfect the 
ankle-strap design, the well-fitting last, 
the rigidity, adhering qualities and 
waterproofing of soles, the efficiency of 
lacing, and the hard-wearing inner com- 
fort of the shoe. The primary feature 
of the ski boot, in point of effectiveness, 
is the strength of the sole, which must 


anchor the foot to the ski after being 
harnessed. The sole also must not slide 
on its base. To this end, three or more 
thicknesses of oak-tanned leather are 
generally used to make a wedge-type 
foundation for the ski boot, with a final 
layer of rubber hee] or full rubber sole. 


i ge os 
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Racing skate, with extra long welded 
tubalar blade aad reinforced ankie sup- 
port; Alfred Johnson Skate Company. 


Vamp treatment varies simply with 
style and not with function. The boots 
are welted for waterproofing, some with 
a reverse outer welt. The true ski 
fanatic harbors all sorts of ingenious 
gimcracks for improving his equipment, 
but most will concede, it is felt, that 
this year’s crop of boots is largely 
satisfactory. 





An after-ski slipper-sock combination, 
with knitted sock attached to natural 
finish soft leather; Ripon Kaif Works. 


While skiing provides a measure of 
pleasure and an abundance of spectacu- 
lar thrills for a segment of Winter 
sportsmen and women, millions of ice 
skaters wil! venture onto thin and thick 
ice, to dot the nation’s lakes, rivers and 
rinks. Styles vary in women’s skates 
from the high, fancy tops of figure 
skates, in white elk or buck, to the 
lower top patterns of beginners; a com- 
plete skate inventory also includes 
hockey and racing types. Since the or- 
dinary skater has not had a new pair 
of skates for several years, it should 
not be difficult for the shoe retailer to 
persuade him or her to replace those 
prewar vintage skates with a new pair. 

Relaxing in front of a fire, after the 

[TURN TO PAGE 84, PLEASE] 
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NEW COMFORT FOR ACTIVE FEET 


GRIPS canvas shoes are easily identified | 

by their Snugfit Arch and Sponge Heel insole. 

A cushion of resilient rubber protects both heel and 
arch by absorbing the jolts and jars of active play. 
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For a better safeguard against foot fatigue, er r 
bruises and injuries, make sure your | # 
customers are fitted only with... 


GENUINE GRIPS 


- 

e, 
a/ 
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The 
Beacon Falls 
representative 
is on his way with 


new GRIPS style 
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FOOTWEAR 


CON Bt Ee tf te 


121 NORTH CANAL STREET 209 NORTH FOURTH STREET 


CHICAG MINNEAPOLIS MINN 
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SIZE-UP 


WEEKLY OR DAILY 


FILL INS AT YOUR CONVENIENCE 
WITH 


~ 
hherdakins 
by GERDA & 

NEW YORK 


CHILDREN'S SLIPPERS 


No. 402 
All Smooth Leather 
Bootee 
Hard Flexible 
Leather Soles 
Colors: Brown, Blue, 
Red 
Sizes: 5-8, 8!/2-12, 
12-3. Half Sizes 


No. 302 
All Smooth Leather 
Opera 
Hard Flexible 
Leather Soles 
Colors: Brown, Blue, 
Red 
Sizes: 5-8, 8!/2-12, 
12!4-3. Half Sizes 


Samples on Request 
Delivery at once 
F.O.B. N. Y. 


Variety and colors plus all leather construc- 
tion .. . just the combination to make your 


et See go over in a big way. 

Aw I sales asset and a grand value. 

Order only your present needs NOW. 
Packed in our New Gerdakins Boxes 


GERD FOOTWEAR 


COMPANY, INC. 


GERDAGRAM FOR EXPORT 
158 DUANE STREET, NEW YORK 13, N. Y. 











Shoes in the News 


SHOES for children, misses and growing girls for Fall 
1947 in manufacturers’ lines show a large number of ghillie 
treatments. This favorite lacing device, absent through 
the war years because of government-imposed restrictions. 


Misses’ brown ghillie tie, 
cordovan sole, rubber heel, 
from the Fall 1947 line of 
Kali-sten-iks by Gilbert 
Shoe Company. 


bids fair to reach again the successful heights it occupied 
in former years. It lends a new look to a basic shoe, 
while not calling for new patterns, lasts or machinery. 
Shown here is one of the ghillie oxfords from the Fall line 
of Kali-sten-iks by Gilbert Shoe Co. 


* #* # 


Pumps have a new look for Fall 1947. One of these varia- 
tions is the closed shoe with opened-up vamp, combining 
lightness and grace plus the closed toe and heel which many 
women are beginning to ask for. To the fashion-minded 





Closed pump with open 
vamp finely piped in gold 
makes ideal many-occasion 
shoe. Available in black, 
wine and forest green suede. 
Tru-Poise by Selby. 











woman who wants a pump, but a new looking pump, this 
type is a welcome addition to her shoe wardrobe. 
The popular trend to strap effects appears also in open- 





Crisscross vamp distinctive 
style treatment on this plat- 
form shoe. Comes in black, 
brown, wine and hunter's 
green. Kimel of California. 











work vamp effects. The anticipated continued demand for 
open toe slings has materialized, as well as the strong 
trend to platform soles and very high heels, 26/8 in some 
cases. 
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UNITED SHOE MACHINERY CORPORATION, Boston, bail 
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Yes, Sir! The best buy in any man's comparison 
of quality and price! Happy Go Luckies must 
be good—sales are running far ahead of 

last year. Every pair guaranteed. 

No paper sock liners, no sheep or lambskin 
used in uppers, no machine embroidery. 
Only best quality washable kidskin and 

washable elk used. Try a few pairs... 
no order too small for our large “in 
stock” departments. Immediate ship- 
ment. All orders shipped complete. 


No. 100 and 100p. An old friend re- 
designed to feoture our new “uplift” | 
counter. Washable white glazed kid. | 
Sizes 0 to 3. Plain or perforated. 


All during the 

war our “in stock” department 
was (and still is) fed 

some 3600 pairs of shoes each 
working day. Many use 

it as their own warebouse! 


No. 400 and 400p. Another revised 
“uplift” counter model. Washable 
white elk. Sizes 1 to 4. Plain or 
perforated. 


Now ...more and 

more Happy Go Luckies are in 
the offing. Just look at 

some of our new models—all in 
stock for immediate delivery. 


No. 900. Hand embroidered 100% 
wool felt, pinked sole. Sizes 0 to 3. 





No. 900 is white, 901 is blue and 
902 is pink. 


What's more, we 

have many other styles made 

to fit every need and 

meet every type of competition. 
Write or wire us 

describing your needs. 


No. 401 and 401p. Chubby lest, moc- 
casin vamp intermediate with scalloped 
tongue. White elk. Sizes 1 to 4. A must 
in every infant's department. Plain or 
perforated. 


OUR PRICES HAVE NOT ADVANCED 
ONE CENT SINCE JUNE 11, 1946 





America’s Largest Exclusive Infant's Shoe Manufacturer 


ED WHITE JUNIOR SHOE CO. 


3203-07 CHIPPEWA ST. LOUIS 18, MO. 








NEW FACTORY READY SOON «+ SIZES UP TO 12 © ALL WIDTHS 











Feature Special Boot Section 
OmanHa, Nes.—Wolf Brothers Co., 


here, held formal opening of its new 
store at 1514 Farnam St. July 11 and 


| 12, featuring a Western and dude 


ranch apparel floor where Western and 
English style riding boots are carried 
in a special boot section. Both men’s 
and women’s boots and shoes will be 
carried, and a contest will be staged in 
which the person submitting the win- 
ning name for the new Western apparel 
and boot floor will be awarded a Zenith 
radio and phonograph combination. 

The new store is air conditioned, and 
the front is of glass tile with a spec- 
tacular neon sign and rounded, full- 
vision glass windows and door. 


George O. Vallance 


NiaGaRa Fats, N. Y.—George O. 
Vallance, 69, proprietor of the Brown- 
bilt Shoe Store, 104 Falls St., here, 
died recently in Buffalo General Hos- 
pital where he had been confined for 
ten weeks. He had been in poor health 
for the last two years. 

Born in Ontario, Mr. Vallance came 
to Niagara Falls 14 years ago to es- 
tablish his shoe business. He was a 
member of the Niagara Falls Chamber 
of Commerce, the Greater Buffalo Shoe 
Retailers Association and the New York 
State Shoe Retailers Association. 

He is survived by his widow, a sister 
and a brother. Burial was in Niagara 
Falls. 


Plan for Winter 
Sports in Summer 
[CONTINUED FROM PAGE 80] 


chilling rigors on ice or snow, is as- 
serted by many to be the most delight- 
ful aspect of Winter sports, just as 
the golf duffer will revel more in the 
19th hole than in the other 18. The 
after-ski-and-skate boots are designed 
this year for comfort and style, for out- 
door and indoor use. The zipper has 
been gainfully employed in a number 
of models and the shearling lining and 
cuff have been generally featured in 
women’s styles. The shoe manufacturer, 
while rather restricted in stylistic 
treatments of ski boots and skates, has 
done clever things with the after-ski- 
and-skate material: ideal to trim the 
Winter sports picture in retail promo- 
tion. 

Oh, and by the way, the ski orig- 
inated somewhere in the Altai moun- 
tains in Central Asia some 6000 years 
ago and the first inter-collegiate ski 
competition was between Dartmouth 
and McGill, at Shawbridge, Province of 
Quebec, in 1914. Terms that skiers love 
to roll on their tongues are Gelande- 
sprung, stem-turn, telemark, chistiana, 
snow-plow, and herringbone. 
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Salesman: Know Thy Stock 


[CONTINUED FROM PAGE 66] 


altogether different. Eventually we learned to fit the 
shoe a width narrower that we had before. 

Another bit of confusion in shoe fitting is the change 
in sizes from misses’ to growing girls’ and women’s 
shoes. When Mary outgrows girlhood (size 3) and be- 
comes a woman, she discovers an awful truth, that sizes 
3% and 4 in growing girls’ shoes are usually smaller 
than the size 3 in children’s shoes. So, if Mary has 
grown a half size, she will change from 3 to 44%. This 
jump in size requires a good deal of explaining on the 
salesman’s part, especially in those parts of the country 
where customers still believe that the only fate worse 
than death is having big feet. 

It is to be hoped that in some not too distant day one 
or a group of manufacturers will make a survey of feet 
as they actually exist and lasts as they should exist and 
come up with a standard set of lasts that will be used 
by all manufacturers to replace the haphazard sets 
of lasts we now have. 

Or is somebody sticking his neck out? 

The upshot of all this last confusion is that we musi 
be intimately acquainted with every stock number, 
every last on the shelves. We must be able to judge 
each foot according to its measurements and appear- 
ance, then come up with the last best suited to that par- 
ticular foot. 

There’s more to fitting than just shoving a measure 
under the foot and reading numbers. 

Having found what we hope are the right shoes in 
the right size we slip them onto the customer's feet 
and proceed to make sure that we have the best pos- 
sible fit. 

After we've slipped shoes onto several hundred thou- 
sand or several million feet, we develop the ability to 
tell by the feel of the shoe going onto the foot if it is 
the right fit. 

We ask the customer to stand and take a few steps. 
If Mrs. Fertl likes her shoes roomy, she likes them 
roomy. Her feet are in the shoes. If she feels that they 
are too small, all our measuring and fitting advice 
won't make her feet comfortable, so we ask her how 
the shoes feel. 

We check to see if the ball of the foot fits into the ball 
of the shoe. If it comes too far forward, we know that 
the shoe should be longer. 

We see how the shoe bends with the customer’s foot. 
Iz there is too much wrinkling in the vamp, the shoe 
is too large. If the shoe is too stiff on the vamp when 
bent, if it is too stuffed with foot to bend freely, we 
look for a larger shoe. 

We notice how the shoe fits around the ankle. If it 
gaps, we mention it at once and go off for a pair that 

[TURN TO PAGE 88, PLEASE] 
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The list of stores featuring CUBOID Foot Bal- 
ancers reads like the “Who's Who” of the shoe 
industry. It represents the best stores of the nation 
from Maine to Mexico, from Oregon to Florida. 


© Co-operational advertising 
© Attractive posters 
®@ Deluxe folders 


newspaper mats bear either the Good House- 
keeping seal or the seal of the American Medical 
Association. No other foot appliance offers so 
much. 


Perhaps we can make available to you a fran- 
chise for your city. Write for detailed information 
and a district manager will call on you as soon 
as he can get to you. Right now the demand is 
heavy ... you may have to wait. THE SWING 
iS TO CUBOIDS. 


BURNS CUBOID COMPANY 
Santa Ana . California 
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Beas. ™_ 






Many styles for either men or women . . . of kid, smooth 
corrected kip, alligator calf, shearling, or felt . . . in red, wine, blue, 
brown, or black . . . with or without GLO feature. 


Exclusive—"LLAMA-GLO"—the slipper that glows in the dark. 


OF CALIFORNIA 


498 TARAVAL ST. 
SEabright 2603 SAN FRANCISCO 16 

















30 ITEMS 








No. 166A — SHOE STAND 


Handsome basic unit for shoe dis- | 
Adjustable 7 inch top, % 


plays. 
inch round stem, needle-type shoe 
grippers. Heights: 9, 12, 15 and 
18 inches. 

PRICE (all heights)... $5.50 


Gillman Plastic Fixtures 


made in our own factory 
503 N. 12th St., Dept. B, St. Louis 1, Mo. 








Adds Free Professional 


Foot Service 

Harrissure, Pa.—Arleigh Miller, 
proprietor of Miller’s Shoe Store, has 
revealed the store has added profes- 
sional foot care to the store’s service 
at no additional charge for examina- 
tions and advice. 

The store for a number of years has 
featured X-ray fittings, using the latest 
type X-ray machine for the purpose, 
and has now added the services of a 
thoroughly experienced foot doctor. 

The store carries a complete line of 
orthopedic footwear in women’s and 
children’s lines, and has recently added 
this feature to the men’s stock. 


Letters 
to 


The Recorder 


Shoe Manufacturers Need 
Cost Accounting Systems 


Editor, Boot AND SHOE RECORDER: 


In the July 1st issue of your publica- 
tion, Mr. Davis of the H. C. Godman Cu. 
comments on a recent article of mine 
entitled “Cost Accounting in the Shoe 
Manufacturing Industry.” This ap- 
peared in the December 1946 issue of 
The Journal of Accountancy. To clarify 
certain issues raised, I submit the fol- 
lowing reply: 

In my former official capacity as 
Supervisory Cost Accountant with the 
Office of Price Administration, I par- 
ticipated in a nationwide Financial 
and Cost Survey of Shoe Manufactur- 
ers. My findings that less than 20 per 
cent of shoe manufacturers have cost 
accounting systems in use is based upon 
personal contact and study of the books 
and records of more than 50 companies 
located in New York, New Jersey and 
Pennsylvania. I found that few pro- 
ducers of shoes have any cost account- 
ing systems as generally understood by 
cost accountants. Those that do have 
some semblance of cost accounting have 
difficulty in determining with reason- 
able accuracy the prime costs, manufac- 
turing costs, and total product costs 
of each of their products. Not many 
manufacturers collect each element of 
cost for each job or order worked on in 
the plant. Few are able to determine 
the average cost of any quantity of 
finished products. Management, gen- 
erally, does not understand the three 
primary uses of cost accounting and 
that each requires the development and 
interpretation of different cost data. 
These are the conclusions I have 
reached after careful deliberation. 


In a report on “Cost Accounting in 
Industry” published by the Account- 


ing Department of OPA on June 30th, 
1946, the following statement appears 
on page 20: “Less than 10 per cent of 
the shoe manufacturers have cost ac- 
counting systems and these are stand- 
ard cost.” It would seem that the 
agency’s experience on a nationwide 
basis indicates that my estimate of 20 
per cent is rather conservative. 

In the compilation of product cost 
data, items such as overtime premiums, 
vacation pay, and make-up costs should 
be excluded from direct labor costs and 
treated as overhead costs. My view- 
point is shared by many outstanding 
cost accountants and writers. Mr. Davis 
is entitled to his personal opinion, how- 
ever, as this is a controversial subject. 

The interest shown by Mr. Davis and 
the Editor of Boor & SHOE RECORDER 
is indeed welcomed. It is likely that an 
important postwar development may 
well be the new impetus which is now 
activating the shoe manufacturing in- 
dustry to use cost accounting as a tool 
of management in the control of costs. 


Yours very truly, 

Louis E. Zraick, C.P.A. (N.Y.) 
Member of American Institute 
of Accountants, 

Brooklyn, N. Y. 





Unit Labor Cost Down, Output 
Per Man Hour Up Since War 


New YorK—According to a recent 
survey of the National Industrial Con- 
ference Board a reversal of the upward 
trend in unit labor cost took place after 
the end of the war in the boot and 
shoe industry. Unit cost in labor, the 
survey showed, was 23 per cent lower 
in the fourth quarter of 1946 than dur- 
ing the last war months. 

Output per man hour advanced about 
50 per cent during this period as pro- 
duction of civilian boots and shoes in- 
creased sharply. 

Unit labor costs were, however, still 
49 per cent above 1939 at the beginning 
of 1947, it was stated. 

The trend noted in the boot and shoe 
industry ran contrary to the general 
tendency of labor costs to rise in other 
parts of industry, it was shown. 
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GOTHAM 


Footwear 


Athletic 


Lively Stepper 


MAJORETTE BOOTS 


IMMEDIATE DELIVERY 


@ WHITE ELK 
@ PANOLENE SOLE 


@ DOUBLE 
STITCHED SOLE 


@ LITTLEWAY 


TO RETAIL AT 
$9.00 TO $10.00 


SIZES 4 TO 9 


WRITE FOR SAMPLES AND PRICE LIST 


Manufacturers of 
BOWLING, FOOTBALL, BASKETBALL, BOXING SHOES 
GOTHAM SHOE MFG. CO., INC. 
BINGHAMTON NEW YORK 








department store in Spokane, Wash. 








THE “INVISIBLE” SHOE FORM! 
CLEAR PLASTIC! FITS EITHER SHOE. 
MALL THIS CONVENIENT ORDER BLANK TODAY! 


PRICE LIST SIZES 
Rar Gabe cc ccccecsese $ 1.25 ec Smoll 4\2-5 Shoes 
: dozen pr.. He = Lorge 52-6 Shoes 
dozen pr. : z . < 
4 dozen pr 12.00 doz Trade Mark Registered 


[| doz. lorge @ 15.00 [) 3 doz. lorge @ 13.50 [) 4 dor. lorge @ 12.00 

[) SEND PAIR @ $1.25 PER PAIR [) LARGE () SMALL 

[[] Please send, without obligation, your catalog ‘Modern Design on Disploy 
containing 60 illustrations of modern fixtures 


Firm Nome. - - 
Street_ ‘ ae - 
City 














Week of September 8 Set for Guild’s 
Advance Spring Opening 


New Yorx.—The Advance Spring Opening of The Guild 
of Better Shoe Manufacturers will be held the week of 
September 8th, it was announced recently by Irving E. 
Grossmann, president of the Guild. This Advance Spring 
Opening is the fourth held this year, a scheduled selling 
period in the five-showings-yearly program of the Guild. 
Five groups of shoes will be purchased at this opening 
period, when shoes will be bought mainly for November 
and December delivery. Included will be the first showing 
of resort footwear; the first advance Spring shoes; the 
main line of dinner and evening shoes; size-ups of Fall's 
best selling numbers; and boudoir styles for Christmas 
selling. 

The showings will again be held in member firm show- 
rooms: Cangemi, Inc.; Thos. Cort Ltd.; Fox Shoe Mfg. 
Corp.; Jerro Bros.; Mackey-Starr, Inc.; Marino, Inc.; 1. 
Miller & Sons, Inc.; Newton Elkin Shoe Co.; Palter DeLiso, 
Inc.; Reual, Inc.; Schwartz & Benjamin, Inc.; Setroy, 
Inc.; Van Arden, Inc.; M. Wolf's Sons, Inc.; Morris Wolock 


& Co.; Zuckerman & Fox, Inc. 





Made Supervisor for Nusrala-Bowen 


St. Lours—Newly appointed supervisor of shoe depart- 
ments operated by the Nusrala-Bowen Shoe Co. in the | 
northwestern part of the country is Francis M. Christion. 
the former manager of the women’s shoe section of Thomas if 


W. Garland, Inc., St. Louis. 


Mr. Christian will make his headquarters at Anderson's 
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Moccasin Display Publicizes Maine 
At Rockefeller Plaza 





New York—aA recent window installation (above) here 
et Rockefeller Plaza, which wili be shown for the rest of 
this month, the State of Maine Publicity Bereau chose if as 
@ worthy exomple of the state's products and atmosphere. 
The Pine Tree moccasias on view, made by Hammond 
Moccesins, Inc., in Bango>, Maine, include several patteras, 
ecch of hand-stitched genuine moccasin construction. The 
pointed background of pine trees and Maine shore line are 
conducive to the summer vacation mood. 
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A COMPLETE SET 
2 MINETEEN UMTS * 
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FLEXIBLE DISPLAY \S EASILY 
MASTERED WITH THESE SOLID, 
HANDSOMELY FINISHED OAK SLATS. 


THEY ARE INTERCHANGEABLE 
FOR LARGER DIAMETERS— 
AND VARIOUS SHAPES. 





A COMPLETE SET OF DISPLAYERS FoR ONLY... 


6 PEDESTALS 16°..... 9 PEDESTALS 8" HIGH 


4 PEDESTALS 24"... . 





—_f ‘3 a 


FREIGHT INCLUDED 





19 GLASS TOPS 11/2” DIAMETER CIRCLES ARE AVAILABLE FOR ONLY $12.60 F.0.B. HOUSTON. THIS INTRODUCTORY 


GROUP OF DISPLAYERS ARE ESPECIALLY DESIGNED TO ADEQUATELY TRIM TWO AVERAGED SIZE SHOE WINDOWS. 
TRULY A QUALITY PRODUCT. 


Dan a 2 he PAA £ "4 / ornH 








Editorial Outlook 


[CONTINUED FROM PAGE 62] 


most of the price increases for cost of living merchan- 
dise because they in turn have been pretty successful in 
coaxing pay boosts out of their employers. Despite 
what happened in the coal miners’ case, that won't be 
so easy from now on, under the new labor-management 
relations act. 

White collar workers, already hard pressed, will find 
it increasingly difficult, short of a runaway inflation, to 
obtain salary increases. Abundance of employment op- 
portunities has eased the purchasing power situation 
somewhat, but let’s not forget that sixty million jobs 
include an army of seasonal agricultural workers and 
others employed in casual summer labor. 

Washington is becoming increasingly aware of infla- 
tionary possibilities. Since the publication of profit 
statements for the first six months, some officials nor- 
mally regarded as conservative are reported to be con- 
sidering the advisability of restoring government con- 
trols over wages and prices. They figure that, because 
of supply shortages and abnormal demand for many raw 
materials, competition is no longer functioning as a 
price regulator. 

Reimposition of price controls is about the last thing 
the shoe industry would want to see. For this year, it 


isn’t in the cards. But if a runaway inflation should 
develop in 1948, a Presidential year, almost anything’ 
could happen. So we think it’s going to be good judg- 
ment, from here out or until this situation changes, to 
consider the perils of inflation when planning business 
policies, especially those that relate to prices. 


Salesman: Know Thy Stock 


[CONTINUED FROM PAGE 85] 


will fit better. We notice the fit at the instep. If we 
are trying pumps, a swelling of the foot over the vamp 
indicates that the shoe is small or that another style 
is needed. If they are lace shoes, we notice if they lace 
together too closely indicating that the shoes are too 
large or are not the correct last; if the eyelets are too 
far apart, we know that unless the customer has an ex- 
ceptionally high instep the shoes are too small or 
again another type may be required. 

If any faults are found with the fit, we do not wait 
to see if the customer will notice them but we mention 
those faults first. 

You see how it is, Joseph? We should go to college 
to learn how to fit shoes properly. 


Some day we might have to. 
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oe News 


RECORDER REVIEW OF CURRENT HAPPENINGS IN THE SHOE TRADE 


Shows Necessity of Shoe Price Rises 





NSMA Vice-president Gives Facts Indicating Dilemma of Shoe Man- 
ufacturer In Keeping Prices Down. Says Shoe Prices Must 


Double Those of Decontrol 
Prices 


New Yore—W. W. Stephenson, ex- 
ecutive vice-president of the National 
Shoe Manufacturers Asociation, has is- 
sued a statement, “The Facts About 
Shoe Prices,” which throws in relief 
the position of many shoe manufactur- 
ers in relation to prices of their prod- 
ucts. The statement comes at a time 
when a number of manufacturers have 
announced price increases on shoes. 

The following is the full text of the 
statement: 

“In the early part of this year the 
public gained the impression that shoe 
prices soon would be reduced. This is 
understandable in view of the tre- 
mendous amount of publicity which ap- 
peared in March and April about an- 
ticipated price reductions in all lines 
of goods. The shoe industry shared the 
hope that shoe prices might be kept 
down and even reduced despite the 
knowledge that costs were continuing 


” to rise. 


“In the March issue of the Monthly 
Labor Review, the United States De- 
partment of Labor pointed out that the 
price of shoes for a working class fam- 
ily had risen approximately 20 per 
cent during 1946, whereas hides and 
skins had risen 88 per cent during the 
first eleven months of 1946. 

“Up to the end of April, shoe prices 
had advanced less than one-half of the 
amount justified by the increase in 
material costs. Despite this fact, sev- 
eral shoe manufacturers announced re- 
ductions on their Fall lines, purely on 
the anticipation of future declines in 
hide and skin markets. Despite the ef- 
forts of tanners, shoe manufacturers 
and retailers to reduce costs and hold 
down the retail price of shoes, raw ma- 
terial markets have continued to ad- 
vance, and these advances must of ne- 
cessity be reflected in the retail prices 
of shoes. 

“The following examples which are 
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Date If Hide And Leather 
Continue. 


typical, show the sharp rate of increase 
which has taken place during recent 
weeks on raw materials from which 
shoes are manufactured: 

“On June 1, branded steer hides 
from which sole leather is produced, 
were pric.) 28 per cent above OPA 
ceilings. In approximately six weeks 
since June 1, these hides have advanced 
te 66 per cent above OPA ceilings. 

“Light weight calfskins used in the 
production of women’s shoes were 166 
per cent above OPA ceilings on June 1, 
and have risen in the past six weeks 
to 236 per cent above OPA ceiling 
prices. 

“Heavier weight calfskins used in 
men’s shoes rose to 131 per cent above 
OPA ceilings by June 1, and to 196 per 
cent by July 17. 

“Kipskins, which are important ma- 
terials for the uppers of men’s and 
boys’ shoes, were 135 per cent above 
OPA ceilings on June 1 and 188 per 
cent on July 17. 

“Light native cowhides, used for 
making heavier weight upper leather, 
were 64 per cent above ceilings on June 
1, and 87 per cent on July 17. 

“The over-all increase in raw ma- 
terial prices since June 1 has amounted 
to more than 25 per cent. Obviously 
these increases cannot be absorbed by 
manufacturers and retailers. 

“Unlike most other industries, shoe 

[TURN TO PAGE 104, PLEASE] 





Revives Tradition of West by 
Roping Fleeing Boot Thief 


A.H. Geuting, Leading Shoe 
Retailer, Passes 


PHILADELPHIA—The passing here on 
July 19 of Anthony Henry. Geuting, 
founder and president of the A. H. 
Geuting Company, famous Philadelphia 
retail shoe firm, removes from the 
trade one of the few surviving members 
of that group of leaders who played 





ANTHONY H. GEUTING 


such an influential part in guiding the 
destinies of the retail shoe business 
through the critical years of World 
War I, the difficult period of depression, 
and to a considerable extent were still 
active in the affairs of the industry 
when the nation engaged in the second 
World War. 

Mr. Geuting’s death followed a long 
illness, which for some time had inter- 
fered with his active participation in 
the business which bears his name. He 
was 79 years of age. Born in Water- 
ford, Wis., he was one of sixteen chil- 
dren of Henry and Mary Geuting. At 
the age of 20 he became a buyer for a 
shoe merchant in Milwaukee and soon 
after organized his own business, which 
he subsequently sold. 
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Guild Firms Raise 
Prices At Showings 


Inventories of Buyers Averred at 
Low Ebb. Attendance at Late 
Fall Showings Fair. Heavy 
Size-Ups Expected. 

New York-—Price increases on many 
shoes made of smooth and suede calf, 
anounced at the late Fall showings of 
the Guild of Better Shoe Manufac- 
turers here, held in the manufacturers 
showrooms recently, were met with 
comparative calm by the fairly heavy 
buyer attendance. Buyers were re- 
ported to be anxious for early de- 
liveries, indicative of low inventory con- 
ditions. Size-ups were also reported in 
strong demand. The price _ rises 
amounted to approximately 50 cents on 
smooth calf and $1.00 on suede calf at 
wholesale, it has been estimated. 

“With the price of high-quality 
smooth and suede calf having gone up 
from 30 to 60 cents per foot since 
purchases were made at the last open- 
ings in May, shoe prices must go up at 
the wholesale selling level,” stated Irv- 
ing E. Grossmann, president of the 
Guild and executive director of I. Miller 
& Sons, Inc., manyfacturing divisions. 
“The new prices quoted by the Guild 
factories in most instances do not re- 
flect the total increase in leather prices. 
There is no immediate relief in sight. 
However, (we) are cooperating with 
the consumer by keeping prices down as 
low as possible.” 

Reports from retailers throughout 
the country prove the demand for the 
better-grade shoe remains greater than 
the production, said Mr. Grossmann. 

“Many stores find themselves without 
sufficient inventory on advance Fall 
models, a condition caused by a re- 
luctance to place orders during the 
last opening period because of an an- 
ticipated heavy inventory on all grades 
and kinds of shoes,” Mr. Grossmann 
asserted. “Total stock inventories af- 
fected purchases. Dealers are here in 
full force for emergency deliveries on 
new styles. 

Orders were placed at this time for 
delivery in late September, October 
and November. New shoe fashions in 
daytime, afternoon and evening types 
were being purchased, as are special 
winter promotion shoes and informal 
evening styles. 

The collections were characterized 
by simplicity, softness in styling and a 
dressy mood. Strap styles in many 
versions were newcomers at this open- 
ing; shoes with higher top-lines were in 
evidence. 

“The closed toe continues to be in 
high fashion acceptance, but the open 
toe remains the volume seller in all 
lines” asserted S. J. Philipson, second 
vice-president of the Guild and head 
of Van Arden, Inc. “The comfort of 
the open toe won’t be easily discarded. 
We expect the open toe to remain in 
favor for a long time to come.” 
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Record Number of Lines 
Shown at Tri-State Show 


BuFFALO, N. Y.—The Summer Shoe 
Show of the Tri-State Travellers was 
heid July 12-14 in Hotel Statler, here, 
and considering the weather and all the 
counter attractions this area has to 
offer in the Summer, the show was 
very well attended. Many who were 
drawn to nearby beaches on Sunday 
came in Monday and left generous 
orders. There were over fifty ex- 
hibitors and all repotted a good busi- 
ness. 

It was decided against using two 
floors and different arrangements were 
made accordingly to keep the entire 
show on the third floor of the hotel. A 
novel innovation at this show was the 
attractive room decorations arranged 
by Dave’s Display of New York for 
several exhibitors and more spectacular 
displays in other rooms by the ex- 
hibitors themselves. 

A general characteristic of the show 
was the wide showing of suedes among 
the women’s shoes for Fall and Winter 
wear. Among these black predom- 
inated, with styles most in demand 
being platforms, anklets, sandals and 
pumps. All heel heights were shown 
with special emphasis on the college 
heel types. Wedgies remain popular. 
Next to suede patent leathers were in 
demand, but the suedes have invaded 
even the sports’ fields. Crepe soles sold 
well, also, after their long absence from 
dealers’ shelves. There was a decided 
shortage of white casuals and a big 
business is anticipated in black suede 
casuals this Fall. 

Among the men’s shoes cordovan 
shades were most in demand in all 
styles. Many of the brogue types and 
high-cuts were on display, as well as 
good lines of work shoes and other 
heavy types. 

Among the children’s shoes displayed 
the smooth browns found most favor, 
but here, too, black suedes were much 
in evidence. It was noted that among 
the teen-age styles the tendency is 
toward more dressy types in both 
suedes and smooth leathers. 

There was a good showing of rubber 
goods, almost all hard-to-get styles 
now being available. In all merchan- 
dise manufacturers are promising 
prompt deliveries and in most cases 
are following through. 


Retailers are still buying carefully, 
showing a definite price resistance, 
the general feeling being that caution 
was advisable until the present un- 
settled price conditions become more 
stabilized. Many merchants are buy- 
ing on a month to month basis, avoid- 
ing heavy orders just now. 


There are many more salesmen on 
the road than for some time and this 
has led to an increase in manufac- 
turers’ lines, more of these lines being 
shown at this show than at any previ- 
ous one. Many old lines which suf- 
fered during the war are also back 


and dealers are buying them eagerly. 
Most dealers still prefer buying at 
the shows where large displays are 
grouped in sample rooms. 


Independent dealers are looking for 
advertised lines more than ever before. 
The lines which have been well ad- 
vertised in the area being given pref- 
erence all through the show. As one 
dealer pointed out, “The public feels 
confident of products which are backed 
by dealers and manufacturers alike.” 


Jobbers at the show displayed many 
attractive fast styles for quick de- 
livery. Canadian buyers were es- 
pecially attracted by the women’s 
novelty shoes, as this merchandise is 
not yet plentiful in Canada. 


The next show, November 16-17 will 
be an important one as it will feature 
the annual election of officers and a 
dinner for officers and directors of the 
association on the evening of November 
15th. 





Dates to Remember 


Menthly Shoe Show, Michigan Shoe 
Travelers Club, Hotel Statler, Detroit, 
Michigan. August 3, 4, 5. 

Shoe Slow, Chicago Shoe 
Travelers Association, Morrison Hotel, 
Chicago August 18, 19, 20, 

Allied Shoe Products & Style Exhibit for 
Spring, Hotels Belmont Plaza and 
Commodore, New York City. 

September 3, 4, 5, 

Official Opening of Spring Leathers, 
Tanners Council of America, Waldorf- 
Astoria Hotel, New York. 

September 4, 5, 

Shoe Manufacturers Spring Opening, 
Hotel New Yorker, New York City. 

October 5, 6, 7, 8, 9, 

National Shoe Fair, Palmer House and 

— and Stevens Hotels, Chi- 
October 27, 28, 29, 30, 

Pear Show, Ak-Sar-Ben Men's Ap- 
porel Club, Inc., Paxton Hotel, 
Omaha, Nebraska. 

November |, 2, 3, 4, 

Shoe Show, Northwestern National Shoe 
Travelers Association, St. Paul Hotel, 
St. Paul, Minnesota. 

November |, 2, 3, 4, 

Spring Shoe Show, Mid-Continent Shoe 
Travelers Association, Biltmore Hotel, 
Oklahoma City, Okla. 

November 2, 3, 4, 

Advance Spring Shoe and Accessory 
Show, Southeastern Shoe Travelers, 
Inc., Sheraton Bon Air Hotel, Au- 
gusta, Ga. November 2, 3, 4, 5, 

Spring Shoe Show, Pennsylvania Shoe 
Travelers’ Association, William Penn 
Hotel, Pittsburgh, Pa. 

November 8, 9, 10, I1, 

Annual Convention and Show, Texas- 
Southwest Shoe Retailers Association, 
Fort Worth, Texas. 

November 10, !/, 12, 

Spring Style Shoe Show, Southwestern 
Shoe Travelers Association, Adolphus 
and Baker Hotels, Dallas, Texas. 

November 10, I!, 12, 13, 

New England Shoe Market Week, Hotels 

Statler and Copley-Plaza, Boston. 
November 12-20, 

Shoe Show, West Coast Shoe Travelers 
Associates, Haas Building, Los An- 
geles, Cal. November 23, 24, 25, 26, 1947 
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301 Brown Elk 
303 Red Elk 
308 Black Suede 





Scoop Your Town with the Hottest Shoes in the Country 


BE FIRST WITH THESE WONDERFUL NEW MOCCASIN IDEAS 


$375 


Narrow 5 to 10 
Medium 3 to 10 


Hand Sewn Expressly 
for GALE’S by One 
of America’s Finest 
Moccasin Makers. 


112 S. MAIN ST. 


MANUFACTURERS WOMEN'S SPORT SHOES DISTRIBUTORS 





Brown Elk, Red Elk. Black Elk. and Black Suede 
—finest quality molded rubber soles—double stitched 
DELUXE FILL-IN SERVICE FOR ENTIRE SEASON 
SEND YOUR ORDERS IN NOW AND BE FIRST 

WITH THESE FAST SELLING SHOES 


IN STOCK — IMMEDIATE DELIVERY 


Gale’s Inc. 


ROCKFORD, ILL. 














Estimate 20 Per Cent 
Drop in Shoe Sales 


WASHINGTON, D. C.—Estimates made 
by the U. S. Department of Commerce 
indicate a decline of 20 per cent in 
physical volume of retail shoe sales 
during the first half of 1947. 

A recent report states: “If these es- 
timates are correct, total pairage sales 
this year would fall below 430 million 
pairs. The contrast between this level 
of consumption and factory output is 
significant because it indicates the de- 
velopment of a widening gap. Moreover, 
that gap itself points to the possibility 
that over a period of months available 
supplies of raw material and leather 
may actually be in balance or tend to 
exceed requirements as measured by re- 
tail sales.” 

It was noted that retail shoe sales 
improved in late May, continuing 
through the first three weeks of June, 
with volume declining, however, in the 
last week of June and the first week in 
July. Preliminary reports, it was found, 
pointed to greater gains by chain stores 
than independents in June. 

A further decline was recorded in 
the volume of shoe production during 
May, the latest month for which data 
are available, the report states. The 
decline was attributed in part to 
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seasonal factors and in part to reduced 
retail sales. June and July output is 
also expected to be at low levels, fol- 
lowed by seasonal increases in the lat- 
ter half of August. 

The July Leather Industry Report of 
the. Department of Commerce shows 
that domestic hide and calf skin produc- 
tion was well maintained in May and 
June but dropped off slightly during the 
first week in July. It notes that a rec- 
ord slaughter of bovine animals in 1947 
is expected by the industry, but that 
domestic hide and skin markets have 
risen during May, June and the first 
half of July, inflated chiefly by specu- 
lative activity, increased export de- 
mand and heavier orders for shoes. 

Leather production, it was asserted, 
has been maintained so far this year, 
with preliminary data indicating that 
tetal output for the first six months 
was slightly above the same period a 
year ago. Manufacturing schedules 
were said to be set at demand levels and 
sales have been constant during the 
past several months. 





Shoe Retailer Works To 
Regain Goodwill of Customers 


Sr. Lours, Mo.—A shoe merchant 
here has gone all out to regain the 
goodwill of customers irritated by four 
years of war-time selling. “Since the 
middle of 1946,” he says, “I have made 


a concentrated effort to get such cus- 
tomers back.” 

To regain the confidence and good- 
will of past and future customers, eye- 
catching signs throughout the store 
indicate the store’s desire to please. 
Over the cash register, a glass-framed 
sign reads: “$25 Reward If Any Cus- 
tomer Can Prove He was Not Cour- 
teously Treated.” Another reads: 
“Now It Can Be Said—If We Haven't 
Got It, We'll Get It For You!” 

Another device effectively used is 
the posting of 8 x 10 photographs of 
store employees along the counters and 
shelving, with the sales persons name 
in large letters beneath. Customers 
rarely hesitate to use the name of the 
salesman, building up a friendly and 
personal relationship which is invalu- 
able. 





Sells Liquor with Shoes 


Bive Huw, Nes.—This southern 
Nebraska town claims the nation’s only 
shoe-liquor store combination. 

Paul C. Arndt, owner, still carries 
on his shoe repair business started in 
1926 along with his new shoe lines. He 
has been in the liquor business for 
seven years. 

The attractive shop displays shoes 
along one side of the store, liquor on 
the other. The display window is simi- 
larly divided. 
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SEND FOR 


MODERN ORTHOPEDIC 
APPLIANCE CO. 


109 W. 26 Street, New York 1, N.Y 





smartness. 


our cCaTai nee 











Soft-sole type, made over the “true ballet” last for comfort and 


Style 12—Fully lined, in black or white kid, $2.35 
Style 13—Same as style 12, in black suede, $2.35 
Style 12-0—Same as style 12, except unlined construction 
in black, white, red or green kid, $2.00 
Style 13-0—Same as style 13, except unlined construction, 
in black suede, $2.00 
Style 16—Seamless one-piece pattern, Faille lined, in 
tintable white, pink or black satin, $2.35 
Style 14—Same as style 16 in distinctive gold or silverg 
metallic fabric, $2.85 
Available in medium width, full sizes 
only,3 through 10. There is a service 
charge of 10c per pair on all orders 
of less than 12 pairs of a style. 


PRIMA, 


166 N. Third Street, Columbus 15, Ohio 


Inc. 











Shown here is a section of the new women's shoe salon on first floor at Hoviand- 
Swanson, high-fashion store, Lincoln, Neb., managed by George McLaird. 


LINCOLN, NeEB.—In the recent re- 
modeling of Hovland-Swanson, the 
women’s shoe salon features special- 
built furniture for combined utility and 
decorative purposes which was de- 
signed and supplied by Orchard & 
Wilhelm of Omaha. Included are six 
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end tables with built-in shoe fitting 
mirrors and matching modernistic 
lamps, and a secretary-style desk com- 
plete with stationery and other writ- 
ing aids, plus a back piece which has 
three shelves for shoe display under 
hidden floodlighting. 


Seven movable benches are up- 
holstered in salmon-pink to match a 
20-foot built-in settee at the rear of the 
salon, surmounted by a huge plate 
glass mirror. Walls have been redeco- 
rated in robin-egg blue, and fixtures 
are finished in silver. Aside from 
shadow-boxes and several plastic floor 
stands of modernistic design, shoes are 
carried back of the department walls, 
accessible through curtained doorways. 

The department is approximately 
50x50 feet, plus hidden stocks, and a 
new column display for bags, gloves, 
hosiery and similar accesories which 
ties-in shoes with accessories. Over- 
all carpeting is of neutral coloring. 





Omaha Law Taxing Traveling 
Salesmen Declared Legal 


OMAHA, NEB. — The city ordinance 
taxing and regulating traveling sales 
people is legal and constitutional, ac- 
cording to a ruling handed down by 
District Judge James T. English, in a 
case brought by two New York firms, 
Frank Bros. Footwear and Best & Co., 
which had filed suit attacking validity 
of the ordinance as unfair burden in 
interstate commerce. The measure was 
applied several months ago in the ar- 
rest of two New York sales-women who 
were selling fur coats. 
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See Sales Dr 
sg -_ 
If Prices Rise 

St. Louts—Most shoe buyers in the 
St. Louis area are of the opinion that 
further increases in shoe prices will 
make even more noticeable the tendency 
of the consumer to resist price and to 
be more selective. The head of the shoe 
department in a large department store 
said “diminishing returns set in 
several months ago as a result of pre- 
vious increases, and further increases 
can only make the reaction to this 
economic law more positive.” 

Another shoe buyer, the head of a 
large downtown shoe store, stated 
“women are just now getting ac- 
customed to the higher prices which 
have been invoked periodically since 
the end of controls and if there is an 
attempt to push prices still higher we 
are very likely to create a much 
stronger resistance than any that has 
previously existed.” 

This buyer and a number of others 
in downtown St. Louis have predicted 
that additional increases will not hold. 
One shoe buyer said he believed prices 
would come back down to the level in 
effect at the time just prior to increases 
or possibly lower by the Spring season, 
if anticipated increases and those al- 
ready announced by some manufac- 
turers on shoes for October and Wo- 
vember delivery are put into effect. 

Retailers and buyers have not posi- 
tively determined their buying policy 


at this writing, but most of them agree 
that anticipated increases will cause 
them to be even more cautious in plac- 
ing orders. The reaction of the con- 
sumer to present prices, during late 
August and September when the Fall . 
selling season gets under way, a large 
volume shoe retailer pointed out, “will 
have a lot to do with our buying for 
October and November delivery.” 

Another factor which has con- 
tributed to the belief of shoe men here 
that a further increase in prices will 
build up a wall of resistance on the 
part of the consumer is that July sales 
have not gone over with anticipated 
volume. 


Southwestern Travelers Make 


Plans For Spring Style Show 

DaLLas, TexaS—The Convention Com- 
mittee of the Southwestern Shoe Trav- 
elers Association has announced the 
completion of preliminary plans for the 
Spring Shoe Style Show, to be held on 
November 10, 11, 12 and 13. 

Additional rooms for exhibitors have 
been secured at the Adolphus and Baker 
Hotels, which will eliminate the neces- 
sity of using booths in the Adolphus 
Ball Room, it was revealed. The seri- 
ous hotel situation, which has existed 
in Dallas for the past three years, the 
committee said, has been ameliorated 
and it is hoped that all applicants can 
be accommodated. Blank applications 
with instructions will be mailed all 
members of the Association about Sep- 
tember 1 and rooms will be assigned 
about September 25. 








May Shoe Output Down 26 Per Cent From’46 


WASHINGTON—May footwear output 
of 36 million pairs was 8 per cent less 
than the production in April and 26 
per cent under that in May 1946, ac- 
cording to the Bureau of the Census, 
Department of Commerce. 

All classes of footwear showed de- 
creased output in May, in comparison 
with the production in April and in 
May 1946. 

Women’s dress and work shoes, 
sandals, and playshoes, comprising 45 
per cent of the footwear production in 
May, totaled 16 million pairs, 11% less 


than the output in April and 25% 
under that in May 1946. Similar type 
footwear produced for men in May was 
1% under the April output and 8% 
less than in May 1946. 

Slippers for housewear produced in 
May totaled 2 million pairs, 5 per cent 
less than the production in April and 
62 per cent less than the May 1946 
output. 

Comparative production figures for 
May and April and the percent of de- 
crease are shown in the following sum- 
mary: 























Production 
thousand pairs— 
KIND OF FOOTWEAR 
107 ter 
ot 
(preliminary ) d) 
SHOES AND SLIPPERS, TOTAL 36,481 39,525 7.7 
Shoes, sandals and piayshoes 33.732 36.627 7.9 
Men's... . 9.094 9,218 1.3 
Youths’ and boys 1,430 1,448 1.3 
Women's 16,315 18,237 10.5 
Misses’ 2,178 2,436 10.8 
Children's 2,203 2,383 7.6 
TUNG ice i0++3 sae 3¢eekn bas whehabcenanid 1,603 1,873 4.4 
ad Vanins da ins 1504 odenmnqsiaphibases o17 1,031 1.1 
Sfippers for heuse wer 2,251 2,364 48 
Lanes 364 380 4.2 
Other footwear st 154 6.5 
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MARKS presents 
Huskies 


LIFE 








Genvine 
Leather 





FOR MEN AND BOYS: 
in Black or Brown. 


FOR WOMEN: 
Red, White, Black or Brown. 


C. W. MARKS 


SHOE CO. 


Established 1870 
41 $. WELLS ST. CHICAGO 6, ILL 
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PLASTICSUEDE* 


The Only Genuine PLASTICSUEDE* 
by PINE HILL PRODUCTS CO. 





Manufacturers of 


PLASTICSUEDE* Strippings, Tubu- 


announces Bi gi 
Wear ter eee a ye ae Oe lars, Bindings, Weltings and other 
Industry é$ shoe products by 


CASTLE TRIMMING CO., INC. 


327 WEST 36TH STREET 


NEW YORK, N. Y. 


*Reg. Trade Name by PINE HILL PRODUCTS CO., 264 Fifth Avenue, N.Y.C. 

















THE STEWART-ROMERO 
JODHPUR 


. . made on our own proven boot lasts. 
Full leather lined throughout, one piece 
crimped vamp, one strap, side 







Great Little Time Savers 
Price Tags with imprinted prices, any selection desired. 
Spring Circular showing 8 color designs sent on request. 


Size 1/2" x 2%" 








buckle, solid leather heel. Select 6 Doz.—$1.50 
Ock Bend outsoles, grain 12 Doz.— 2.50 
leather insoles. Tan dress-side ae 
calf that has a beautiful finish. 
Hond lasted. Canada 
Style No. | i208 Sif to 11 PRICE $9.75 6 Oea—-$0.0 
mchmedy Eo pecans 2% 10th og Days 12 Doz— 2.80 





“U"—Green with yéllow trim—white board—price black 
Merchants’ Service Dept., 209 S. State St, Chicago 4, Illinois 


STEWART-ROMERO BOOT CO. 


1602 TEMPLE STREET, LOS ANGELES 26, CALIFORNIA 























cently. The shop is owned and operated 
by Tom Breece, western states rep- 
resentative for several nationally ad- 
vertised shoe manufacturing firms for 
more than twenty-seven years. Breece 
will specialize in women’s narow widths 
and high styles along with children’s 
casuals and play shoes. 

Asked why he picked Albuquerque as 
the city in which to open his own re- 
tail shop after more than a quarter 
of a century on the road, Breece re- 
plied, “I’ve traveled all over the west 
in those twenty-seven years and I 
always kept my eyes open for a city 
that showed promise of future growth 
along with a vitalizing climate, and 
congenial people. Albuquerque fits the 
bill for me.” 

Tom Breece is well known among 
shoe circles across the country. His 
widespread knowledge of the shoe 
business explains why he is known 
among Albuquerque businessmen as 
the “boot and shoe specialist.” His ex- 
perience as shoe sales representative, 
which acquainted him with almost 
every shoe dealer west of the Missis- 
sippi, enabled him to plan one of the 
most up-to-date salons in the south- 
west. The overall design of the store, 
including displays and stock rooms, is 
of modernistic appeal. At present 
Breece is carrying more than forty 
different lines of footwear. 


Veteran Sales Representative pee Salon 





The interior of Tom Breece’s Bootery, in Albuquerque, shows the effects of 
thoughtful and clever planning of a salon for women. The distinctive styling of each 
of the seats gives the impression of fashionable informality and the concealed 
stock, masked by the simple but efficient design of the room, is in the best tradition 
of the modern women's shoe store. The walls are done in light pastels, with match- 
ing carpets and fixtures. 


ALBUQUERQUE, New Mexico—Breece’s 
Bootery, 2920 East Central Avenue, 


Albuquerque’s newest exclusive shoe 
salon, opened its doors to the public re- 
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Soft, pliable kid uppers 
with flexible leather soles 
that guarantee slipper foot 
ease. Huber slippers give 
cool comfort...the way your 


customers want it. 





HUBER SLIPPER 


SAKS-34th Adding Floor 
For Shoes and Luggage 


New YorK—A new mezzanine is 
being constructed, as a part of the 
three-quarter million modernization 
program of Sak’s 34th Street store, 
which will provide approximately 7,000 
additional square feet of selling space 
for the men’s, boy’s and growing girl’s 
shoe departments, the luggage and 
men’s robes department, it has been 
announced. 


High Fashion Salon Opened 
In Pittsburgh Dept. Store 


DetTroit—Opening of a third depart- 
ment unit by Bramson Shoes, Inc., of 
Detroit, was set for the middle of 
July, in Maxine’s, exclusive women’s 
wear store in Pittsburgh, at 514 Wood 
Street. The new department will stock 
shoes from $10.95 to $35, with match- 
ing handbags and accessories lines. 

The department is located on the 
main floor, occupying one-half of the 
floor space, in Maxine’s. Salon type of 
operation, with all concealed stock, is 
being used. Basic theme of the floor 
is indicated by the combination of three 
tones for the chairs—chartreuse, gray, 
and American beauty. 
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Julies Moso, general manager of 
Bramson, went to Pittsburgh to take 
charge of the opening. A resident man- 
ager for the new department will be 
appointed later. 


Will Open Women’s Salon 
In New Haven 


New HAVEN, CONN.—On or about 
Aug. 1, Abraham Cooper, owner and 
operator of the Cooper shoe shop in 
New Haven, will open a highly modern- 
ized shoe salon on the site recently 
vacated by I. Miller on Chapel Street, 
here. Renovations on the store were 
begun almost immediately after the 
Miller store moved to its new Guild 
House location and are expected to be 
completed within a few days. 

Cooper announced that the store will 
be known as the “Gerald Roberts Shoes” 
and will feature a full line of high 
styled women’s shoes. The formal open- 
ing, planned for the first of August, 
will present the latest style shoes for 
fall only with matching and comple- 
mentary handbags and fine hosiery. 

Cooper said that there is a possibility 
that the store will carry a line of better 
cosmetics and other accessories, includ- 
ing belts, jewelry and the like, at a 
later date but he does not intend to in- 
clude these in the stock for the opening. 


Make Friends and Profits! 





Sell SCOTT'S Full-Length 


Another popular SCOTT ITEM, made from finest 
quality super-soft sponge rubber . . . cushions the 
foot—like walking on air. Will not wrinkle or 
mat down. Ideal for folks who are on their feet 


Full %” thick, with durable, perspiration-resis- 
tant composition topping. 


Stock +702—$5.40 Per Doz. Pair 
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I. Miller Salon Being 
Installed at Bloomingdale’s 


New York—A new I. Miller salon is 
being constructed on the third floor of 
Bloomingdale’s here, it has been re- 
vealed, with a tentative completion date 
of August 9. The new shop will carry 
a complete line of I. Miller shoes. 

The addition of the I. Miller salon 
is part of a complete rebuilding pro- 
gram which is envisaged for the third 
floor of Bloomingdale’s. 


Maling Brothers Lease 
Toledo Store For Outlet 


ToLepo, O.—Maling Bros., Chicago, 
womens’ shoe chain, has taken a five- 
year lease on a storeroom at 509 Adams 
St., Toledo, currently occupied by Felt- 
man and Curme, also women’s shoe 
retailers. An estimated $50,000 re- 
modeling program of the storeroom 
will begin at once. Plans call for one 
of the finest visual front stores in this 
section. 


H. C. isto 
Mark 101st Birthday 


Cuicaco, ILL.—Henry C. Lytton, 
founder and president of the retail or- 
ganization bearing his name, celebrated 
his 101st birthday July 13. 
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WEEJUNS 


Production is rising — but so is the 
demand for Bass footwear... Sorry 
but present accounts still come first. 


New York Office: 658 Marbridge Building 
FOOTWEAR 





WILTON, MAINE 
Meccasins, Ski Boots, Quail Hunters 


——iee «a 
Opens New Ground Floor Store 


INDIANAPOLIS, IND.—The Benjamin 
Salon Shoes has opened a new ground- 
floor store in the Circle Tower at 57 
Monument Circle, carrying an exclu- 
sive line of women’s high-styled shoes, 
ranging in price from $8.95 to $22.50. 

A complete new modern store front 
with all glass exterior was installed so 
that the entire salon type interior can 
be viewed from the outside. The store 
is air-conditioned and equipped with 
blonde maple furniture with chairs and 
settees upholstered in ash rose and 
parsley green frieze. 
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Wohl Shoe Company 
Leases Four New Outlets 


St. Louis — Newest leased depart- 
ments of the Wohl Shoe Co. include 
outlets in Galveston, Texas; Alexan- 
dria, La.; Toledo and San Diego. 

The Toledo operation, on the main 
floor of Lamson Bros. Co., known as 
the “College Set Shop,” probably is the 
most unusual of the four new opera- 
tions in that it is a shoe department 
without chairs. Settees, next to the 
walls of the salesroom, will provide the 
seating accommodations. Both the va- 
riety of stock, affording the feminine 
purchaser the opportunity to select her 
entire shoe wardrobe, and the appoint- 
ments of the department carry out the 
theme of catering to young women. 

The Galveston outlet, of the salon 
type like the new Toledo department, 
is located in the new Nathan’s store 
and features a salesroom semi-circular 
in shape with tufted leatherette walls 
of lime green. Variety in color is ob- 
tained through the chair upholstery of 
raspberry frieze and rose-quartz rug. 

The new San Diego shoe department 
of Wohl, in the Lion Clothing Co., is 
constructed in a “U” shape, with walls 
finished in gray Cromewood. Running 
the entire length of the department is 
a shadow box of apple green back- 
ground bordered by natural Spanish 
cedar. Base portion of the “U” is 
marked by a large recessed glass- 
shelved cedar display case. Chairs are 
upholstered in dove gray velour. 

At Alexandria, La., in Wellan’s de- 
partment store the Wohl organization 
has opened a salon type women’s and 
children’s shoe department on the main 
floor of the store, with seating capacity 
for 60 customers. 





New Manager For Recently 


Opened Store 

CHEYENNE, Wy0.—The Leeds Shoe 
store, recently opened at 110 East 2nd 
St., is now under the management of 
Floyd Hilzer. The store also has added 
men’s shoes, in addition to women’s 
and misses’ lines. 


Men’s Shoe Store Adds 


Women’s Dept. in Remodeling 

SEATTLE, WaSH.—Klopfenstein’s, 
men’s shoe outlet of this city and fa- 
shionable haberdashery, has launched 
an expansion program at 1413 Fourth 
Avenue. 

Clarence Klopfenstein, head of this 
establishment, handling leading lines 
of men’s footwear, is creating a new 
3rd floor level in the remodeling pro- 
gram—housing a women’s department, 
it will mark a new departure for the 
firm. 





New Phoenix Store 


Thrives in Summer 
PHOENIX, ARIZ.— DeVaney’s, new 
men’s shoe store, here, featuring a 





This is the exterior of the store that 
has set records in first month sales. It 
is owned and operated by Cecil 
De Vaney. 
nationally known brand exclusively, re- 
ports a thriving business since its doors 
were opened in April. With a brilliantly 
attractive store front and advantageous 
shopping location, the store set a record 
by topping first month sales of the 15 
dealer-owned stores handling the same 
line exclusively. Cecil DeVaney, owner 
and operator, has stocked the store with 
a wide range of sizes and styles, and 
prominently displays dealer promotions 
in his spacious windows. 
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Kerr’s Include Shoe Shop 
In $400,000 Expansion 


OxLaHoMa Crry—Henry N. Wyzan- 
ski, president of Kerr’s Department 
Store, Oklahoma City, has revealed 
the addition of an exclusive shoe shop 
to the store, as part of a $400,000 ex- 
pansion program now under way. 

The store front will be extended to 
include the adjoining Equity Building, 
increasing the frontaage 141 feet, and 
will house the shoe salon and a separate 
men’s shop, and a candy store. All the 
new shops will be air conditioned. 

Wyzanski said expansion was neces- 
sary duc to the store’s increase in busi- 
ness which is now almost four times as 
much as six years ago. 


Florsheim Salon in Chicago 
Being Enlarged and Modernized 


Cuicaco—As part of the Florsheim 
Shoe Company’s store modernization 
plan to provide better customer service, 
the Florsheim Shoe Salon for women 
at Washington Boulevard and Wabash 
Avenue, here, is being enlarged and im- 
proved, according to an announcement 
made recently. 

From the windows, which combine 
“visual front” and “continental” shadow 
box techniques to the enlarged base- 
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ment, every care has been taken to de- 
sign a shoe and 

operation which will combine beauty 
with efficient customer service. 

The exterior of the new salon will 
present great areas of plate glass from 
floor to ceiling. The “wide open” look 
will be accentuated by dramatically 
placed areas of black granite, satin fin- 
ished bronze and white porcelain 
enamel. Removable and changeable 
display cases will be placed behind large 
window masses. Added sales space will 
be utilized in a number of ways. Cus- 
tomer chairs are more widely spaced, 
and chair placement will be informal. 
Hosiery and accessories are being 
moved to a separate department. 

Year-round air conditioning and soft 
music are additional elements incor- 
porated in the planning. 





Women’s Wear Chain Adds 
Shoe Dept. in Texas Store 


St. Lours—The women’s wear chain, 
Salle Ann Shops, Inc., has announced 
that it will have a shoe department in 
its new outlet in Brownwood, Tex., 
which was scheduled to open August 1. 
The department will be leased. 

The only other shoe department in 
the firm’s 40 outlets is at the Sherman, 
Tex. store. 


Starts Carnival Shoe Store 


TEANECK, N. J.--During the early 
part of August, Carnival Shoes, Inc. 
will open at 491 Cedar Lane, here. 


management of Ted Schwibner, who 
has an extensive background in fitting 
and selling. 

The store will be under the direct 
supervision of Arthur Schwibner, who 
is a principal of Waverly Shoes, Inc., 
manufacturers of women’s novelty foot- 
wear in New York City. 





Open New Shop 
At Niagara Falls 

Kenmore, N. Y.—Kenmore Boot 
Shop, here, has announced the open- 
ing of the Niagara-Kenmore Boot 
Shop, Inc., 2123 Main St., Niagara 
Falls, N. Y. The store features shoes 
for the entire family, including spe- 
cial prescription shoes. 
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Adrian Shoe. Sanitizer. 





YOU remove all surface fungi—bacteria—odors and moistures of previous try-ons. 
THINK what this means to your customer — what it means to your business — 

that customer will return to YOUR store the next time he buys shoes. 
‘ FULL INFORMATION ON REQUEST 


> Sanitize with 


YOU look after your customer's foot health — directly before his eyes with the 
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Rich’s Begins Intensive 
Promotion of Fall Shoes 


ATLANTA, Ga. — Fall shoe fashions 
will be promoted strongly under an 
original plan at Rich’s, here, it has been 
announced. Since the new silhouette 
and the long skirt lengths have focused 
attention on women’s feet, a special 
effort is being made to promote a new 
and totally different shoe style and the 
importance of an appropriate shoe and 
color for each costume. 

Building the promotion on the idea 
that the all-occasion shoe is outmoded 
in the fall fashion picture, emphasis 
will be given to “dated shoes” repro- 
duced from elegant footwear of past 
eras. That each costume deserves its 
own complementary shoes will be 
stressed. The shoes will be played up 
for their glamorous history along with 
their fashion merit. Adaptations of 


Empress Eugenie’s_ side-laced boot, 
Madame Pompadour’s lacy-bowed slip- 
per and a pump copied from Elizabeth’s 
court are examples of shoes whose ro- 
mantic backgrounds will be highlighted. 

In an artistic brochure, the outstand- 
ing shoes from the collection are drawn 
against a background sketch of the 
original shoe. The importance of the 
new fall colors—aged tones of wine, 
green and brown — are given special 
emphasis. This brochure will be mailed 
to a select, hand-picked list of custom- 
ers. 

Preceding the promotion date, per- 
sonnel from the shoe, bag, hosiery and 
belt departments were given complete 
information on the merchandis2 at a 
buffet dinner and a special preview 
fashion show on July 18th. A valuable 
part of the training will be six short, 
informative talks by store executives 
who will discuss the background for the 
promotion, the tie-in with hosiery and 





Cool Displays Attract Hot Pedestrians 





Innes, like all of Los Angeles’ merchants, has hac a spectacular spectator season. 
Here they feature two tones against a seashore and yacht club background. The 
handiettered placard reads: “Spec's—Sunshine Fashions to Key Up Your Spec- 
tater Costumes." One can almost feel cool sea breezes while looking at this sum- 


mer display. 
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accessory departments, service neces- 
sary for the event and hold an open 
forum answering pertinent questions. 

On Sunday, July 20th, both Atlanta 
papers carried 7 column ads followed 
by 4 column ads on Tuesday, Wednes- 
day and Friday. On Monday, July 21st, 
two shows were held in Rjch’s Magnolia 
Room—one at luncheon and the other 
at teatime. Using the theme, “This 
Year Your Shoes Are Dated,” attention 
was centered on the shoes by means 
of special lighting on the runway and 
modeling drums to dramatically focus 
interest on the feet rather than the cos- 
tumes. The shoes were also displayed 
on both sides of the runway along with 
shoe museum pieces. 

During the promotion, all fashion 
windows will be decorated with the col- 
lection displayed against a background 
of authentic costumes and shoes bor- 
rowed from the Brooklyn Museum. 





Shoe Store Owner Becomes 
Community Leader 


WEBSTER GROVE, Mo.—After estab- 
lishing itself in thirteen years as the 
oldest exclusive shoe store in this city, 
the Thurmond Shoe Store recently held 
a grand opening in a new location. 
J. O. Moore, president of the National 
Association of Shoe Chain Stores, and 
several representatives of the Brown 
Shoe Company attended the ceremony. 

Craig Thurmond, owner and operator, 
began in the shoe business as a buyer 
and general manager of the western 
division of a chain shoe store concern, 
and then as owner of a shoe store in 
Columbia, Mo. In his thirteen years in 
Webster Grove he has become an in- 
tegral part of the community, as evi- 
denced by his membership in the Rotary 
Club, position as treasurer of the 
Christian Church and Boy Scout troop, 
and member of the board of directors 
of the local chapter of the American 
Red Cross, and treasurer of the Cham- 
ber of Commerce. 

The new store is modern and utili- 
tarian, with new stock, lighting, fur- 
nishing and decor. 
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Publish 85th Edition Of 
Custom House Guide 


The publication of the 85th annual 
edition of the Custom House Guide has 
been announced by John F. Budd, editor 
and publisher. 

The 1,620 page guide contains an 
alphabetical index of 30,000 commodi- 
ties and their custom rates of duty 
(including Reciprocal Trade Agreement 
rates), as we!]l as Customs regulations; 
the Internal Revenue Code; port ac- 
tivities, facilities, and charges; and a 
directory for shippers and those in 
allied trades. The Genera! Information 
places all sorts of necessary data at the 
disposal of the importer and exporter. 
The new guide is 100 pages larger than 
in 1946, it was stated, because of the 
intensification of foreign trade since 
the war’s end. 

Address of the publisher is: Custom 
House Guide, Box 7, Sta. P, Custom 
House, New York 4, N. Y. 


New Thermo-Plastic 
Commercially Produced 
A 





new thermo-plastic material is 
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What’s New 


now in commercial production by the 
B. F. Goodrich Chemical Company, it 
has been announced. The material is 
known as Geon Polyblend and may be 
used, it is asserted, for shoe uppers 
and similar parts of the shoe. The 
material is alleged to have excellent 
wearing and flex properties and is un- 
usually well adapted to cementing, em- 
bossing and press-polishing. 





Develops Sponge Rubber 
Inlays For Foot Comfort 


A set of 15 sponge rubber inlays for 
the correction of shoes to the peculiar 
formation of the foot has been devel- 
oped by the A. L. Schenk Orthopedic 
Laboratories in Los Angeles, Cal. De- 
signed by A. L. Schenk and his son, 
H. L. Schenk, a surgeon, the inlays 
have been made to accommodate every 
part of the shoe and foot. The appli- 
ances are made both with and without 
ready-to-wear adhesives. 

Mr. Schenk, who will market the 
appliance in the near future, feels that 
kis product will fill a definite need of 
the average shoe retailer that finds it 


necessary to satisfy a discomforted cus- 
tomer with a makeshift pad of felt or 
some other inadequate material. 





Will Market Shoe Lace 
Clip For Safety 


As a measure to prevent accidents, a 
device, called Bolox, will soon be mar- 
keted by the Precision Wire Products 
Company to keep shoe strings from 
becoming untied. The device consists of 
a triangular-shaped metal clasp that 
fastens over and secures the shoe lace. 





Re-Introduce Foam Rubber 


Insole 


A foam rubber type of insole, known 
as “Air-Pillo Insoles” and made by the 
School Mfg. Company, has been re-in- 
troduced on the market after an ex- 
tended absence because of war-time 
material shortages. 

The insole is made of foamed latex 
which is covered with a cotton twill 
fabric that is asserted to be washable 
and resistant to wrinkling or cracking. 
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Guild House Window 
Scores Success 





A novel window design for the full vi- 
sion window of I. Miller's New Heaven 
Guild House, designed by the Rabinowitz 
Studio.of New Haven has been received 
with tremendous success by New Haven 
shoe shoppers. The design features a 
huge chicken-wire octopus with flirte- 
tiows feminine eyes and long airy ten- 
facles to hold the summer 
models, without obstructing the view of 
the store's interior. 





Texas Store Has 
Formal Opening 


Et Paso, TeExaS—Announcement has 
been made of the formal opening of 
the Guarantee Shoe Co.’s new store at 
110 Texas and 211 East San Antonio 
Street. The store, which moved to its 
present location in February, was ex- 
tensively remodeled. 

Wilfred A. Kranzthor, manager, said 
the firm conducted business on a limited 
basis during the changes. Former lo- 
cation of the store was at 220 North 
Mesa Avenue. The new location per- 
mits entrance on two sides. 





Gets First of New Neon Signs 


MUSCATINE, IowA—The Wilson Shoe 
Store, here, will receive the first of 
the new neon, overhanging signs of 
the Freeman Shoe Corporation, it was 
announced. The new sign was origi- 
nated and designed through the mutual 
efforts of Richard Wilson, of the Wilson 
Shoe Store, and Max Carroll, vice- 
president of sales of the Freeman Shoe 
Corporation. The sign is in production 
by the Everbright Sign Co., of Mil- 
waukee, Wis. 





Sample Boot Shop 
Opens Third Unit 


NortH COoLLins, N. Y.—The Sample 
Boot Shop is opening a new store in 
Kenmore, N. Y., manager Joseph Eren- 
stoft announces. This will be a family 
type store with special emphasis given 
to women’s novelty shoes. This is 
the third of Mr. Erenstoft’s chain, the 
first being on Chippewa Street and the 
second on Bailey Avenue in Buffalo. 





Sears, Roebuck Features 
Shoe Department in Lincoln 


LINCOLN, NEB.—Floodlighted pastel- 
tinted walls and glass-enclosed wall 
cases, and all-over carpeting feature 
the new shoe department at Sears, 
Roebuck & Company’s new Lincoln 
store which was opened recently. Shoes 
occupy approximately 50x50 feet of 
selling space on first floor just off the 
“N” street entrance of the building 
which runs the length of the block be- 
tween 12th and 13th Sts., or nearly 
four times more space than in the old 
location at 10th and “O” Sts. 

C. N. Williams is manager of the 
department, succeeding R. P. Timbers 
who has been promoted to merchandise 
controller. 


Ninety-Year-Old New 
Hampshire Firm Remodels 


RocHESTeR, N. H. — Feineman’s, 
which has a large shoe department, 
recently announced plans for a re- 
modeling program, starting around 
Aug. 1. 

The store, one of the oldest in this 
section, established in 1854, started a 
sale to dispose of large stocks of mer- 
chandise, including shoes, to make 
room for the alteration project. 


Opens Family Salon 


New SMYRNA, FLa—N. W. Lucas 
of St. Augustine, has opened The Shoe 
Salon at 327 Canal Street. Lucas plans 
to carry a complete line for men, 
women and children. 








Dramatic Color and Line of 
Display Focuses Attention 





Ark.—This display ap- 


Fort Smith, 
peared in the window of the Hunt Shoe 
Department, here, recently and attract- 
ed much favorable comment. The shoes 
in the background were of red, green 
and brown, featuring Africana feather. 
The display is dramatic with color aad 


sharp design. The individsal squares 


separate and focus attestion. 
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._ Financial Statements 


U. S. Rubber Declares 
Another °47 Dividend 


New YorK—The board of directors 
of United States Rubber Company to- 
day declared a dividend of $2 a share 
on the 8 per cent noncumulative first 
preferred stock, from net earnings of 
the company during the year 1947. 
This makes a total of $6 a share de- 
clared on the preferred stock this year. 

The directors also declared a divi- 
dend of $1 a share on the common 
stock, from earned surplus as of De- 
cember 31, 1946. This makes a total 
of $3 a share declared on the common 
stock this year. A total of $4 a share 
was declared on the common stock dur- 
ing the full year 1946. 

Both the common and preferred divi- 
dends declared today are payable Sep- 
tember 8 to stockholders of record 
on August 18. 





Melville Sales Top °46, 
Declare Dividend 


New York—Melville Shoe Corpora- 
tion has reported retail sales for the 
five weeks through June 30 of $8,407,- 
973, compared with sales of $6,567,223 
in the comparable period of 1946, an 
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increase of 28 per cent. Sales for the 
first six months of 1947 were $33,732,- 
776, as compared with $29,997,417 for 
the same period last year, an increase 
of 12.5 per cent. 

Directors of Melville Shoe Corpora- 
tion recently announced the declaration 
of the regular quarterly dividend of 
$1 per share on the company’s preferred 
stock and a quarterly dividend of 40 
cents per share on the common. Both 
dividends are payable August 1 to 
holders of record July 18, 1947. 


Profits Increase Three-Quarter 
Million In First Six Months 


New York—Net profits of the Brown 
Shoe Company for six months ending 
April 30th was $1,743,351, equivalent 
to $3.38 a common share, as compared 
with $1,005,553 for a similar period in 
1946, it has been reported. This is an 
increase amounting to $737,798. 

Net sales for the six months’ period 
were $37,620,937 as against $24,187,- 
669 for the prior comparable period. 


Edison Bros. June Sales Off, 
Up For First Six Months 


Sr. Lours—Edison Brothers Stores, 
Inc. consolidated net sales amounted to 








$6,015,880 for the month of June. This 
compares with $6,384,455 for June 
1946, a decrease of $368,575 or 5.77 
percent. For the six months ended June 
30, sales amounted to $33,549,376 as 
compared with $31,752,678 for the same 
period last year. This is an increase of 
$1,796,698 or 5.66 percent. 


Authorized to Increase Capital 


AusTIN, Texas—Vogue Shoes, Inc., 
of Houston, has been authorized by 
the Secretary of State to increase its 
capital stock to $100,000 and $50,000 
shares of common stock, no par value. 





Eight-year-old Slipper 
Company Incorporates 


Sr. Louts, Mo.—The Marvel Slipper 
Co., manufacturers of men’s and 
women’s slippers, retailing from $1 to 
$5, recently incorporated with $100,- 
000 capital stock authorized. 

The pfesident of the new corpora- 
tion, which has been in business for 
nine years, is J. H. Goldstein. Treasurer 
is R. R. Gralnick and secretary is Mrs. 
J. H. Goldstein. 
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About Shoe People 





Otis G. Murty, 3rd, manager of the 
shoe salon at Sterlings, Inc., Cheyenne, 
Wyo., was married recently in Chey- 
enne to Miss Helen Wallace, formerly 
of Chicago. The couple left for a wed- 
ding trip to Salt Lake Vity. 

a * * 

Joe W. Mullen, retired shoe store op- 
erator at Moberly, Mo., who died re- 
cently, made Boys Town, Neb., inter- 
nationally-known boys’ home directed 
by Father Flanagan, beneficiary of a 
$1,000 life insurance policy. Six houses 
he owned in Moberly were deeded to 
their tenants. 

* > > 

Bernard Short and Leonard Kaplan 
of Newton, Mass., and Paul Short of 
Hull, Mass., are establishing Retail 
Shoes, Inc., in the Dime Building, De- 
troit. 

. os * 

David Katt has closed Elliott’s Shoe 
Store, which he operated at 13109 East 
Jefferson Avenue, Detroit, in the Sav- 
arine Hotel. 

> 7 > 

Harold Paridee and Dorothy Helen 
Hogerty, both of the women’s shoe de- 
partment at the J. L. Hudson Company, 
Detroit, were married in Detroit, June 
os > * * 

The Haig Shoe Store, Boyne City, 
Mich., formerly operated by Mr. and 
Mrs. Hall has been taken over by J. D. 
Underwood, recently of Scottville. 


* > > 


William J. Jones, whose 18 years of 
retailing experience includes close as- 
sociation with both men’s and women’s 
shoes, has been transferred from Mer- 
rill, Wis., to the management of the 
Montgomery Ward store at Casper, 
Wyo., succeeding Kurt Stenjem. Mr. 
Jones has worked for Ward’s six years 
and is a graduate of Denver University. 


> - > 
A. A. Weller, for 31 years in the shoe 
retail business, has announced the 


change of address of his store from 514 
Tuscarawas Ave., W., to 143 2nd St., 
N.W., Barberton, Ohio. 


> * al 


M. Rosenthal has joined the merchan- 
dising division of Edison Bros. Stores, 
Inc., St. Louis. He formerly was man- 
ager of the downtown Burt Shoe Store 
in Detroit. 

* * > 

A salesman for the I. Mathes and 
Sons Shoe Co. for the past 20 years, 
Dave Tucker of St. Louis has joined 
the Schneider Shoe Co., both wholesale 
firms. 

> 7 7 

Seattle, Wash.—Bud’s Bootery, retail 
shoe store of Pendleton, Ore., has just 
been sold by Bud Brown, proprietor of 
this establishment, to Mrs. Anne 
Schassberger, of Yakima, Wash., who 
is moving from her home in the Wash- 


ington community to take care of her 
new acquisition and manage the distri- 
bution of shoes through her outlet. 

> 7. > 

Wilson Connolly, representative of 
Curtis Shoe Co., Marlboro, Mass., re- 
cently disclosed the termination of his 
15-year association with the firm. He 
will retain his offices in the Haas Bldg., 
where he will continue to handle the 
men’s line of the Farmington Shoe Mfg. 
Co., Dover, N. H. Formal announee- 
ment of future plans to represent a 
prominent men’s shoe factory will be 
made in early Fall. Connolly was pre- 
viously with Richards & Brennan Co., 
Randolph, Mass., and Peck Shoe Co., 
Worcester, Mass. 

> > * 

Jack Elmore and L. E. Cash are now 
in the shoe department of the London 
Shop, 303 N. Rodeo Dr., Beverly Hills, 
Cal. Elmore was previously with the 
John Ash Store, Fort Worth, Texas, 
and Cash was formerly with Rothchild’s 
B. & M. shoe department in Oklahoma 
City. 

7 © 7 

Sam Bailey, who owns and operates 
the Sam Bailey Boot Shop in the Lor- 
raine Arcade, Miami, Fla., accompanied 
by Mrs. Bailey, has gone north on a 
two-month vacation trip. 

. . J 

Lou Kaufman was recently named 
West Coast representative for the Hub- 
bard Shoe Co., Rochester, N. H., and 
will handle the firm’s lines of growing 
girls and® women’s sport shoes. He will 
make his headquarters at 459% N. 
Stanley, Los Angeles, Cal. 

Kaufman, who served in the Army, 
was previous to that connected with 
Wohl Shoe Co., St. Louis, Mo., operat- 
ing from the St. Louis cffices. 

. + > 

E. Epstein, formerly manager of 
Kirby’s, largest shoe store in San Fran- 
cisco, Cal., has recently opened his 
third family shoe store in San Bruno, 
Cal. The store is operated under the 
name of Gary’s Shoe Bar. Mr. Epstein 
also owns Miller’s Shoe Box in Bur- 
lingame, Cal., as well as a concession 
in the Fashion Bar, San Carlos, Cal. 

* - > 

E. Fernandez, who was previously 
manager of Kirby’s shoe store in Val- 
lejo, Calif., was recently transferred to 
the firm’s Market Street store in San 
Francisco, Calif. 

. . = 

A. M. Greves, who has been in the 
retail shoe business in San Mateo for 
the past twenty years, recently moved 
to a new location. His new store is said 
to be the most modern and well- 
equipped shoe store in that section of 
California. 

= * > 

J. Gilbert Gonzales has been made 
manager of Kirby’s shoe store, 256 
Main St., Salinas, Cal. 
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Allen’s Bootery in Manhattan Beach, 
Cal., was just purchased by Ernest E. 
Annison. Before settling in California, 
Mr. Annison was well-known in the re- 
tail shoe business in Detroit, Mich. 


ba > > 


Anthony Sorrentino and his son, 
Joseph, have opened an orthopedic shoe 
store for men, women, and children at 
239 W. Colorado Blvd., Glendale, Cal. 

Mr. Sorrentino has had a good deal 
of experience in handling such foot- 
wear, as he was in the orthopedic shoe 
business for the last twenty-five years 
in New Jersey. 

> > > 


S. Espeseth, previously with Gallen 
Kamps in San Francisco, Cal., has an- 
nounced the opening of his own shoe 
store at 1431 Broadway, Burlingame, 
Cal. Mr. Espeseth will be carrying 
Peter Shoes and U. S. Keds only. 


V. Herbert Mitchell was recently 
named manager of the new Seymour 
Troy shoe salon at 8720 Sunset Blvd., 
in the fashionable Don Loper Design 
Associates, Inc., salon. 

As manager of the shoe department 
at Jaeckels Dept. Store in New York 
since its inception, Mitchell’s wealth of 
retail shoe experience also include I. 
Miller’s Fifth Avenue shop, New York, 
and manager of the J. Glassberg shoe 
store, New York. 
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A. S. Beck Shoe Corp. has announced 
the following promotions: Sidney 
Shore, a salesman in our Fifth Avenue 
unit, has been promoted to assistant 
manager of our Waterbury, Connecti- 
cut store; Meyer Kessler, formerly an 
assistant manager in one of our Brook- 
lyn units has been promoted to mana- 
ger of our store at 962 Third Avenue, 
N. Y. C.; Joseph Katz, formerly a sales- 
man in one of our Brooklyn units, has 
been promoted to assistant manager of 
our store located at 845 Manhattan 
Ave., Brooklyn, N. Y. It has also been 
announced that Edwin Arnold, formerly 
the manager of the John Irving Store 
in Waterbury, Connecticut, has joined 
the organization as manager of the 
Waterbury store. 

* 


. * 


John L. Snook, president and general 
manager of the Antioch Shoe Project, 
Inc., of Portsmouth, Ohio, distributors 
of corrective shoes, was elected a Dis- 
trict Governor of Rotary International, 
world-wide service organization, at the 
Rotary convention held last month in 
San Francisco. He was chosen to serve 
as Governor of the 159th Rotary Dis- 
trict for the fiscal year 1947-48. Mr. 
Snook, born in Troy, Ohio, and a grad- 
uate of Kenyon College, has been Presi- 
dent of the Antioch Shoe Project, Inc., 
since 1929, a distributing concern oper- 
ating coast-to-coast through retail out- 
lets. He is Chairman of the Scioto 
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County (Ohio) American Red Cross, a 
Director and Past President of Civie 
Music Association of Portsmouth, and 
a former member of the Executive 
Committee of the Portsmouth Town 
Hall Forum. 
. > = 

Charles F. Johnson, Jr., vice presi- 
dent and general manager of Endicott 
Johnson Corp., recently inspected the 
shoe factory which is being built in 
Mildred, Pa., for the company. Ac- 
companying him was Harold Johnson. 
who will have charge of the factory 
when it starts production—probably in 
November. 


Francis P. Murphy, vice president of 
the J. F. McElwain Co., shoe manufac- 
turers, of Manchester and Nashua, has 
resigned as Democratic national com- 
mitteeman from New Hampshire. Mr. 
Murphy was elected twice as governor 
of New Hampshire on the Republican 


ticket before shifting to the “New 
Deal” in 1942. 
> > > 
George A. Dempsey of Newton. 


Mass., who has been treasurer of the 
Farmington Shoe Co. in this city, has 
disposed of his interests in the concern, 
it has been announced by James F. Mal- 
ley of Somersworth, president. The 
official also announced that manufac- 
turing operations at the plant on Sixth 
street had been temporarily suspended 
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Shows Necessity of 
Shoe Price Rises 


[CONTINUED FROM PAGE 89] 


manufacturers depend almost entirely 
on a by-product for their basic raw ma- 
terials. In most industries, price in- 
creases have a tendency to increase 
the supply of raw materials. In the 
shoe industry, however, neither the 
availability nor the cost of these ma- 
terials can be controlled by tanners 
or shoe manufacturers. 

“It is interesting to note that after 
World War I, light native cowhides 
advanced to 60¢ a pound, which is 
more than double the price of these 
hides today, and almost four times the 
OPA ceilings which applied throughout 
the war period and until October 30 
last year. 

“Historically the American leather 
and shoe industries have imported a 
substantial portion of their require- 
ments of cattlehides and calfskins. Ap- 
proximately one-half of the sheepskin; 
and 100 per cent of the goatskin used in 
this country has been imported. Since 
the war, we have become net exporters 
of cattlehides and calfskins, and we 
have lost a sizable portion of our 
sheepskin and goatskin imports. 

“In the face of reduced supplies of 
leather-making materials, the popula- 
tion of the United States has increased 
approximately 10 per cent since 1940, 
which means that the shoe industry 
is called on to produce 10 per cent more 
footwear simply to maintain the prewar 
rate of per capita consumption. In 
addition to this, the public is demanding 
better footwear and shoes made from 
more desirable leathers. 

“Hides and skins pass through 
numerous hands before they reach the 
public in the form of finished shoes, 
and to compensate for the cost of doing 
business at each level, past experience 
has demonstrated that an increase in 
hide and skin prices ultimately will re- 
sult in an equal percentage of increase 
in the price of shoes at retail. If cur- 
rent prices of hides and skins continue 
to prevail, this formula suggests that 
ultimately, the retail price of shoes 
must be approximately double the 
prices in effect when OPA controls were 
lifted in October of last year. 





A. H. Geuting, Shoe Retailer 
And Trade Leader, Passes 


[CONTINUED FROM PAGE 89] 


For 15 years Mr. Geuting was in 
charge of the retail shoe department 
of Gimbel Brothers in Philadelphia. He 
again engaged in business for himself 
in 1907. In 1939 the present main 
Geuting store, with fifteen floors de- 
voted to retailing shoes and accessor- 
ies, was opened on Chestnut Street, op- 
posite John Wanamaker’s. 

Mr. Geuting served several terms as 
president of the National Shoe Retail- 
ers Association, which he helped to or- 





ganize. He was president of the Market 
Street Merchants Association and presi- 
dent and director of its successor, the 
Philadelphia Merchants Association. 
During the first World War he served 
under Bernard Baruch as representa- 
tive of the retail shoe industry on the 
War Industries Board. In the NRA 
period of the early 30’s he was chair- 
man of the Code Committee of National 
Shoe Retailers Association. 

Mr. Geuting was one of the orgariz- 
ers of the Rotary Club and a member 
of the Penn Athletic Club, the Union 
League, Philadelphia Country Ciub, the 
Historical Society of Pennsylvania and 
Seaview Golf Club. 

Two daughters, Mrs. Mary Elizabeth 
Obert and Mrs. Catharine Josephine 
Yeats, both of Philadelphia survive; 
also a sister, Mrs. William Wagner of 
Madison, Wis., and three brothers, 
Bernard of Los Angeles and William 
A. and Joseph T., vice president and 
secretary, respectively, of the Geuting 
store here. 

In the retail field, Mr. Geuting won 
wide recognition for his merchandising 
ability. His “Rule of 3” and “Rule of 
4” were famous, and for many years 
he conducted open forum sessions on 
merchandising that attracted thousands 
of retailers at the conventions of the 
National Shoe Retailers Association. 
He believed sincerely in the value of 
trade associations and gave freely of 
his time and knowledge to assist other 
merchants through association activi- 
ties. 

Funeral services were held in Phila- 
delphia Tuesday, July 22, and were at- 
tended by many prominent representa- 
tives of the shoe trade, manufacturing 
as well as retail, also by leaders of 
business and civic life in the city. 

L. E. Langston, executive vice-presi- 
dent of the National Shoe Retailers 
Association, was present as official rep- 
resentative of that organization. 


Flying Disks Seen 
In St. Louis 








St. Lowis—Further evidence of the fas- 
cination of the flying disks (should any 
be needed), the newest creation of San 
Leo, Inc., is a barefoot sandal with a 
22 inch circular disk resting mysteri- 
ously on the top. Designed by John 
Walsh, the sandal has a double thong 
which moves up from the sock lining to 
the disk and holds it on top of the foot. 
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Obituaries 





Edward Lyman Munson 


New Haven, Conn.—Brigadier Gen- 
eral Edward Lyman Munson, inventor 
of the “Munson Last,” died at the age 
of 78 in a hospital here, recently, after 
a brief illness. He was given a military 
funeral in Arlington National Ceme- 
tery, Washington, D. C. 

The “Munson Last” shoe has as its 
chief feature a special type last which 
gives support to normal arches under 
extraordinary conditions and to weak 
arches under normal conditions. The 
last has been extensively used in 
sport’s and military shoes. 

Until six years ago when he retired, 
General Munson was prof r Emeri- 
tus of Preventive Medicine at the Uni- 
versity of California, and the author 
of a number of books, including “The 
Soldier’s Foot and the Military Shoe.” 


Oscar W. Marden 


New YorKE—Oscar Walter Marden, 
member of the firm of A. H. Geuting 
Company, passed away suddenly at his 
home, “Den-Mar,” Schwenkville, Pa., 
on July 14, 1947. 

Mr. Marden was born in Churchill, 
Maryland, on July 20, 1896. He was a 
graduate of Temple University and 
served in the first World’s War. 

For the past twenty years he had 
been associated with the A. H. Geuting 
Company in the capacity of controller- 
treasurer and a member of the firm. 
O. W. Marden was greatly interested 
in the manufacture of silk hosiery, and 
he held several patents in this field. 

Mr. Marden gave great service to 
Philadelphia business organizations 
and was formerly secretary of the 
Controllers’ Congress of America. 

He is survived by his widow, Emily 
Anne and a son, Walter C. Marden, 
Also by sisters, Mrs. Helen Prettyman 
and Mrs. Mary August and a brother, 
William Marden, all residents of Wil- 
mington. 

Burial was in Riverview Cemetery, 
in Wilmington. 


Charles Henry Brown 


New York — Charles Henry Brown 
died at his’ home in Flushing, Queens, 
recently at the age of 81. Mr. Brown 
was the inventor of the arch-preserver 
shoe and in 1938, at the age of 73, 
began a business to sell inventions 
which would increase the service effi- 
ciency of retail shoe stores. 

Mr. Brown became interested in shoe 
problems, after a long career in ad- 
vertising, printing and typography, 
when his wife developed a painful foot 
ailment. He became associated with 
Dr. Harlan P. Cole who developed the 
“Anatomik” shoe, the name and patent 
of which was later sold to John Wana- 
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maker. In 1916, he convinced officials 
of the Selby Shoe Company and the E. 
T. Wright Company of the soundness 
of the arch preserver principle of fit- 
ting and shoemaking, and for the next 
ten years he traveled the North Ameri- 
can continent, demonstrating, promot- 
ing and fitting shoes. 

He is survived by a widow; a son, 
Charles Brown of Plandome, L. L; a 
brother, William C. Brown, of Orcas 
Island, Wash.; a sister, Mrs. F. M. 
McCreary, of Coos Bay, Oregon. 





John L. Southwick 


San Dieco, CaL.—John L. Southwick, 
68, former executive of a Boston shoe 
manufacturing firm, died recently in a 
local hospital here. 

Mr. Southwick was with the Thomas 
G. Plant Shoe Manufacturing Co. in 
Boston for 25 years before his retire- 
ment 17 years ago. For two years he 
was President of the Balboa Park Golf 
Club, here, and was a member of the 
Knights Templar and Shrine in the 
East. He lived at 1562 Seventh Ave. 

Surviving him are his widow, Mrs. 
Carolyn Southwick of San Diego, and 
a son, Captain Edward P. Southwick, 
USN, of Washington, D. C. 


Wallace Herbst 


MILWAUKEE — Wallace J. Herbst, 
president of the Herbst Shoe Manufac- 
turing Company, died recently, here, 
at the age of 57. Mr. Herbst, who or- 
ganized the firm in 1921 in partnership 
with- two brothers, Carl and Frank G. 
Hegbst, also leaves a widow, Margaret; 
three sons, Donald, George and Paul; 
another brother, Ben, and two sisters, 
Mrs. Grace Keil and Mrs. Gertrude 
Sochureck, all of this city. 





Gustav O. Haas 


Sr. Louris — Gustav O. Haas, 48, 
president of the Haas Shoe Company, 
here, died recently of a heart attack 
while on a fishing trip with friends. 

Mr. Haas was formerly assistant to 
his brother, W. A. Haas, who founded 
the business in 1904. W. A. Haas died 
in April 1944, and another brother, 
Herman Haas, died in June of 1945, 
both of heart ailments. 

Mr. Haas will be succeeded as 
president of the Haas Shoe Company 
by Herman Haas, Jr., a nephew. 





William A. Barber 


PHILADELPHIA—William A. Barber, 
treasurer of the Chilton Company, pub- 
lishers of Boor AND SHOE RECORDER 
and other business and industrial maga- 
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zines, died July 20 at his home in 
Bala-Cynwyd, near here, at the age of 
63 


Mr. Barber was born in Onarga, IIL, 
and after receiving his preliminary edu- 
cation attended New York University, 
where he later served on the faculty 
as a professor of economics. He was 
subsequently an executive of Lee, Hig- 
ginson & Company, investment brokers 
of Boston and New York, before join- 
ing the Chilton organization in 1932. 

Mr. Barber leaves a widow, Eula T., 
and two daughters, Mrs. Huntington B. 
Crouse, of Syracuse, N. Y., and Mrs. 
Isabelle Githler of Bala-Cynwyd. 
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Urge Retention of Canadian 
Leather Price Controls 


MONTREAL, CANADA—A delegation 
representing the shoe manufacturing 
industry, calling on the Hon. D. C. 
Abbott, Minister of Finance, declared 
that the price of shoes would go up 
“25 to 50 per cent” if controls are not 
maintained. 

Delegates from Toronto, Montreal, 
Haméiton, and Kitchener, Ont., took 
part in the interview, at which Kenneth 
Taylor, Wartime Prices and Trade 
Board chairman, also was present. The 
delegates represented tanning and foot- 
wear manufacturers, and shoe mer- 
chants. 

Claiming that the world price of 
leather was considerably higher than 
the Canadian price, the group urged 
that contrals be retained, at least until 
the end of the current year, and that 
the situation then be reviewed before 
any action is taken without controls. 





Advise N. Y. Unions Of 
Duties Under Taft-Hartley Bill 


New YorkK—The New York State 
Board of Mediation announced recently 
that it had sent letters to all unions 
in the State of New York and to all 
employer organizations, advising them 
of their responsibilities to the State 
Mediation Board under the recently 
passed Taft-Hartley-Labor-Manage- 
ment Relations Act of 1947. This was 
believed to be the first official act of a 
government agency under the new 
Labor Act. 

Frederick H. Bullen, executive secre- 
tary of the State Mediation Board, 
stated that about three thousand local 
unions were being notified, among other 
things, of the requirement in the Labor 
Act that when a union desires to ter- 
minate or modify an existing contract, 
it must serve the employer with notice 
60 days prior to the expiration of the 
contract, and that should the parties 
be unsuccessful in agreeing upon a new 
contract within 30 days, the union must 
notify the State Mediation Board as 
well as the Federal Mediation Service 
of the existence of a dispute. The same 
requirement is placed upon employers 
should they desire to terminate or modi- 
fy a contract. 


Shoe Store Expands _ 
Into Ready-to-Wear 


CHEYENNE, Wyo.—Sterlings, women’s 
shoe store opened last year at 112 West 
18th St., by Sterling W. Day, is expand- 
ing into the ready-to-wear business and 
has retained Rose F. Youngs, fashion 
designer and consultant, as manager of 
the new department, which features a 
complete line of custom and tailor-made 
women’s clothing. 

A custom millinery department also 
is being added under the management 
of Gilbert Bateman, while 0. G. Murty 
is manager of the shoe salon. 


Boot and Shoe Recorder 

















News of the Salesmitt and Syypoliers 


Bastable Elected Vice- 
President of A. S. Beck 


New YorkK— Edward H. Bastable 
was elected a vice-president of the A. S. 
Beck Shoe Company, at a recent meet- 
ing of the board of directors, it has 
been announced. 

Mr. Bastable will continue as vice- 
president of the Gold Seal Shoe Cor- 
poration, of Boston, Mass., and also 
remain in general control of the manu- 
facture of Beck women’s shoes in the 
company’s five plants. F 


Takes Charge of Joyce 
New York Office 


PASADENA, CALIF.—L. B. Eastman, 
vice-president in charge of Joyce, Inc., 
sales, recently announced that Marian 
Ballie Eyerly has been placed in charge 
of the Joyce New York office in the 








MARION 8B. EYERLY 


Empire State Building. Mrs. Eyerly 
plans a visit to California to familiar- 
ize herself with the firm’s California 
operations. 

A graduate of Cornell University, 
where she was editor of the Cornell 
Daily Sun, Mrs. Eyerly has had expe- 
rience in merchandising, assistant buy- 
ing of casual shoes and slippers, and 
buying of women’s work clothes. Her 
wide range of activities and experience 
were developed further by handling 
fashion copy and promotional material 
for a prominent department store in 
Louisville, Kentucky, and previous to 
her present position, Mrs. Eyerly was 
doing free lance advertising work in 
New York. 
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Wohl Donates Half Million 
For Health Centers 


St. Louis—The largest single gift 
ever presented the city of St. Louis for 
municipal purposes—a check for $500,- 
000—was made recently by David P. 
Wohl, president and founder of the 
Wohl Shoe Co. Presented to the St. 
Louis mayor, Aloys P. Kaufman, as a 
contribution from the David P. Wohl 
Foundation, the money will be used for 
the erection of two health centers. 

In accepting the gift for the city 
from Wohl, Mr. Kaufman said the 
funds would enable the city to start 
work on a program which would 
greatly benefit St. Louis and to attain 
a level in the field of preventive medi- 
cine among the leaders in the nation. 
Wohl established the foundation in 1940. 





Arthur Solar Joins 
Somersworth Shoe Co. 


BosTtoN—F red Tanzer, vice-president 
of Somersworth Shoe Company, of 
Somersworth, New Hampshire, manu- 
facturer of women’s novelty shoes, has 
announced the appointment of Arthur 
Solar to represent the firm in the Mid- 
West territory. 

Arthur Solar is a member of the 
Solar family, well-known in the shoe 
industry, and for years was connected 
with the Compo Shoe Machinery Cor- 
poration, leaving them in 1944 to join 
the A. S. Burg Company, from which 
he recently resigned. 

Mr. Solar will make St. Louis his 
headquarters. 





La Crosse Rubber Mills 
Marks 50th Year 


Cuicaco—The LaCrosse Rubber 
Mills Company, of LaCrosse, Wiscon- 
sin, one of the largest manufacturers 
of rubber footwear in the Middle West, 
this year celebrates its 50th year in 
business. 

Organized in 1897, the firm discarded 
its manufacture of clothing in favor 
of rubber and canvas footwear by 1912, 
and has steadily increased production 
until today its output approximates 
12,000 pairs per day. Leo J. Larkin is 
executive vice-president and general 
manager of the firm. 


Stacy-Adams Appoints 
Two Representatives 


Boston—As part of the long-term 
Stacy-Adams expansion program— 





HENRY A. PENCE 


the company has announced the ap- 
pointment of two new representatives. 
Henry A. Pence of Indianapolis, Ind., 
will represent the factory in the North 
Central States, including Illinois, Ohio, 
Indiana, West Virginia, Wisconsin, 
Michigan, Iowa, and Minnesota. 





HORACE A. BEARD 


Horace A. Beard will maintain a 
Southeastern Stacy-Adams sample dis- 
play room at 201 First National Bank 
Building, Montgomery, Alabama, and 
will represent the Stacy-Adams fac- 
tory in Alabama, Tennessee, Georgia, 
Florida, the Carolinas, Virginia, and 
the District of Columbia. 
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English Firm Will Make 
I. Miller Shoe For British 


New York — An arrangement has 
been made with Sexton Son & Everard, 
Ltd., of Norfolk, England, by I. Miller 
here, to manufacture a full range of 
shoes, with lasts and patterns from 
the U. S., or the English market. The 
licensing arrangement, it is reported, 
will give I. Miller control of the quality 
of production through the technical in- 
formation supplied the British firm. 

The British-made I. Miller shoes are 
not expected to reach the market be- 
fore Spring of ’48. 





Sbicca California Factory 
To Make Joyce Shoes 


Los ANGELES—The Sbicca factory in 
California will manufacture shoes for 
Joyce, Inc., here, under an arrangement 
recently made between William Joyce, 
Jr., president of Joyce, Inc., and Frank 
Sbicca, president of Sbicca of Cali- 
fornia. 

The output of the Sbicca plant, ap- 
proximately 1000 pairs a day, will ex- 
tend the range of high quality Joyce 
shoes, under Joyce styling. Lasts, dies 
and patterns previously used in the 
Sbicca factory in California will be 
shipped to the Philadelphia plant. 





AMC Group Tours California 


New YorkK—The publicity directors 
and advertising managers of stores 
affiliated with the Associated Merchan- 
dising Corporaticn recently concluded a 
two-weeks inspection tour in California. 

The groups visited the Joyce of Cali- 
fornia shoe factory in Pasadena, and 
also business sessions were held and 
tours made of The Emporium, San 
Francisco; H. C. Capwell Company, 
Oakland, and Bullock’s in Los Ange- 
les, Wilshire, Westwood and Pasadena. 


—__ 


Golo Footwear Corporation 
Announces Expansion 


New YorkK—Golo Footwear Corpora- 
tion of 129 Duane Street, here, has 
announced the opening of a new fac- 
tory in Dunmore, Pennsylvania. The 
plant will be devoted exclusively to the 
manufacture of genuine Goodyear Welt 
sport and walking shoes to retail in 
the seven dollar field. 

According to Golo officials, theirs 
is considered to be one of the most 
modern plants for the manufacture of 
Goodyear Welt shoes that has been 
developed by the United Shoe Ma- 
chinery Corporation. The new building 
is one story, 30,000 square feet, com- 
pletely glass enclosed. 

The new plant is being rated as 
Golo of Dunmore, Golo + Bg wcomdend 
Pennsylvania, a division of Golo Foot- 
wear Corporation. 


Re-Establishes Shoe 
D * ™ ice 

Boston—Samuel Weinstat, interna- 
tionally known shoe designer and mod- 
el cutter, has re-established and ex- 
panded his shoe designing service, it 
has been revealed. In pre-war years, 





SAMUEL WEINSTAT 


Weinstat Shoe Stylists originated style 
creations for manufacturers through- 
out the United States, Canada, Cuba, 
England and South Africa, until war- 
time problems forced discontinuance in 
1940. 

The new organization will be known 
as Weinstat Footwear Creations—and, 
at the outset, it is understood there will 
be two studios, located in New York 
and Boston. Because of current real 
estate conditions, suitable quarters for 
the New York Studio have not yet been 
secured. The Boston Studio is already 
in operation at 24 Lincoln Street, and 
Mr. Weinstat will make his New York 
headquarters in one of the midtown 
Manhattan hotels, temporarily. 

It is ‘understood that the new firm 
will cater to the women’s footwear in- 
dustry exclusively, and will feature a 
threefold styling service for viewing 
shoe designs—the conventional drawn 
shoe illustrations; also “shoe crea- 
tions” commonly called pullovers, but 
with construction improvements; and 
a new medium called “sketch-overs” 
which can be applied directly to the 
manufacturers’ own lasts. Weinstat will 
also operate a model cutting service, 
for application to manufacturers’ lines. 

Joining Samuel Weinstat in the new 
organization is his father, Philip Wein- 
stat, who brings with him the fruits of 
a career of many years in all phases 
of shoemaking. He can alone design, 
cut patterns and perform all opera- 
tions to make the completed shoe. 

After closing his original designing 
service, Samuel Weinstat joined the 
A. S. Beck Retail Organization in 1940 
as a stylist and buyer of women’s 
casuals and men’s and women’s slip- 
pers. In 1944, Samuel Weinstat joined 
The Cambridge Rubber Company as as- 
sistant merchandise manager in the 
Footwear and Slipper Divisions. 


American Hide and Leather 
Building New Hide House 


Boston, Mass.—The American Hide 
and Leather Company has awarded to 
the Arthur N. Olive Company of Bos- 
ton a contract for the construction of a 
new building at their Lowell tannery. 

The new building will cover an area 
of 170 by 83 feet and will be primarily 
a one-story structure of concrete and 
structural steel. There will be a small 
second story section to provide wash- 
rooms and recreational facilities. The 
building will add approximately 15,000 
square feet of floor space to the man- 
ufacturing area of the plant and will 
be used for receiving, sorting, inspect- 
ing and temporary storage of calf 
skins. Present plans call for occupancy 
in the early Fall. 


Comolite Corporation 
Purchased In Expansion 


LAWRENCE, Mass.—An addition to 
the shoe business of this city took 
place recently with the purchase by 
the Service Wood Heel Company of 
the machinery, equipment and patents 
of the Comolite Corporation of Long 
Island City, L. L, N. Y. 

The purchase of Comolite property 
was revealed by Mitchell Segal, sales 
manager of the Lawrence firm. He 
said the equipment would be set up 
in the local plant, in the former Kun- 
hardt mill property. The manufacture 
of molded heels got underway late last 
month. 

As a result of this program of ex- 
pansion, the payroll of the Service 
Wood Heel Company will be almost 
doubled. The firm now employs 550 
persons in the production of wooden 
heels. The new process will require 
an additional 400, Mr. Segal estimated. 





Rejoins Pennsylvania 
Shoe Firm 


ALTOONA, Pa.—It has been announced 
hy the Vincent Horwitz Company, Inc., 
here, manufacturers of casual shoes 
and slippers, that Edward Hill has 
again become associated with the firm 
in a sales capacity, after a lapse of 
five years. 

Mr. Hill will represent the company 
in the East and Middle West, with 
headquarters in the Marbridge Build- 
ing, in New York. 





Represents Craddock-Terry 
In Denver West Area 


Los ANGELES—C. A. Dibble was re- 
cently named Denver West representa- 
tive for Craddock-Terry Shoe Corp. 

Dibble, who has been covering this 
same section for many years, will make 
his headquarters in the Haas Building, 
219 W. 7th Street, Los Angeles. 
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Sandler Opens West Coast 
Offices With Party 


Los ANGELES—Sandler of Boston re- 
cently announced the opening of its 
new offices in Suite 920 of the Haas 
Bldg., celebrating the event with a 
cocktail party in Conference Room 3 
of the Biltmore Hotel. 

On hand to witness the offices’ incep- 
tion were President Jack Sandler and 
Herbert Copland, vice-president, also, 
here, for the last West Coast Shoe 
Travelers Associates shoe show. Some 
200 guests, among them prominent 
buyers and merchandise managers on 
the West Coast, were in attendance. 





Adds School Shoe To 
Pre-School Lines 


FARMINGTON, Mo.—John B. Reinhart, 
Jr., president of the Trimfoot Com- 
pany, has announced the addition of a 
new line of children’s school shoes to 
add to the present Trimfoot pre-school 
lines. ; 

The new school shoe, of Goodyear 
welt construction, covers sizes 8% to 
12, and 12% to 3 in AA and D widths. 
The shoes are styled for school and 
after school wear. 

Patterns include plain and scuffless 
tips, ghillie ties, moccasin toes and 
saddles. They are priced at $3.00 and 
$3.30 to retail for $5.00 and $5.50. 
National consumer advertising on the 
new line starts in September, and will 
be on news stands by mid-August. 

Plans for the Trimfoot Welt shoes 
were made several years ago. The 
first trials were run early in 1946. The 
new shoes are made in the Trimfoot 
Company’s Newport, Arkansas, plant. 





Six Monsanto Vice- 
Presidents Elected 


SPRINGFIELD, Mass. — Dr. Charles 
Allen Thomas of St. Louis, vice presi- 
dent and technical director of Mon- 
santo Chemical Company, was elected 
executive vice president at a meeting 
of the company’s board of directors 
here today, it was announced by Edgar 
M. Queeny, chairman of the board. 
Concurrently, Felix N. Williams of 
Springfield, vice president and general 
manager of the company’s Plastics Di- 
vision, was elected to the board of 
directors. 

At the same time, five additional vice 
presidents were elected by the board. 
They are: Josiah B. Rutter of Everett, 
Mass., general manager of the com- 
pany’s Merrimac Division; Dr. C. A. 
Hochwalt of Dayton, director of the 
Central Research Department; William 
W. Schneider of St. Louis, secretary of 
the company and head of the legal de- 
partment; Daniel M. Sheehan of St. 
Louis, comptroller; and C. A. Wolfe of 
St. Louis, director of purchases and 
traffic. 
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Wins Contest Put On 
By Shoe Firm 





Miss Jodie Allen (above), who became 
the “Typical American Girl of 1947" as 
the result of a contest sponsored by the 
American Girl Shoe Company of Boston, 
is five feet, five and one-half inches tall, 
with dark hair, dimples and green eyes; 
she likes tall, brown-eyed boys who have 
@ sense of humor. 

Boston, Mass.—Miss Jodie Allen of 
Indianapolis has been selected the 
“Typical American Girl of 1947” by 
Harry Conover, head of the famous 
New York model agency. Miss Allen 
was selected from thousands of photo- 
graphs submitted through local de- 
partment and specialty stores in a 
nation-wide contest sponsored by the 
American Girl Shoe Company of 
Boston. 

Jodie Allen has been offered a seven 
year contract to model for the Conover 
Agency. She was given a whirlwind 
tour of New York City and was flown 
from her home in Indianapolis by 
TWA. Her week was taken up by 
visits to theatres and night clubs and 
appearances on national radio pro- 


grams. 

Oliver J. Sullivan, vice-president and 
sales manager of the American Girl 
Shoe Company, intends to make the 
Typical American. Girl contest a 
yearly promotion. 


Two New Branches Of 


Goodrich Shoe Products Open 


AKRON, O0.—Two new branches have 
been opened by the Shoe Products di- 
vision of The B. F. Goodrich Company, 
it is announced by J. E. Stackhouse, 
manager of shoe repair trade sales for 
the division. 

Branch offices in Buffalo, New York, 
are at 775 Seneca Street, with Edgar 
Bush in charge and branch offices in 
Pittsburgh are at 284 Morewood Ave- 
nue. 


Goodrich Starts New Plant 


AKRON, O.—Construction of a new 
plant to make wood cores for rubber 
heels has been started by The B. F. 
Goodrich Company at Clarksville, Tenn., 
where its heel and sole manufacturing 
facilities are located. 
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“Billco Walker” 
Genuine Goodyear Welt 
Brown Smooth Elk Oxford 








Immediate Delivery—Net 30 days 
Moccasin perforation, 
Leather Sole and Hee! Sizes: 

AA 6 to 3, B 4 to 9. 








Casuals + Sport Shoes - steser’ 
WILLIAM COHAN 
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CHILDREN'S SHOES 








SMOOTH ELK LEATHER OXFORDS 


Serviceable Non-marking Brown 
Rubber Soles 


$1.80 


PER PAIR 






Neo. 945 
Colors: BROWN ond BLACK — Sizes: %-i2, 


3% prs. to Order 18 prs. 
Terms: Net 10 days, F.O.B., WN. Y. 
ALLIED FOOTWEAR CO. 


154 Duane Street New York 13, N. Y. 








Buy Savings Bonds 





















WHERE TO BUY 


A Oe er ee re 


SANDALS . 


er ee err rr 


he 


i 


TIPS 
TURNOVER 










“HI-HO” 
Wedge Sandal 


20/8 high wedge heel 
No. 35072 
in Black Suede 





$3.35 


No. 3507i—Same in sling 
back wedge pump, 20/8 
heel. Sizes: S-5 to 9, M-4 
te 9, leather soles. 
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FOR BETTER. 
FASTER SERVICE | 
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No Taxes on New Industries 


In Puerto Rico 


CAMBRIDGE, Mass. — New industries 
can now operate in Puerto Rico under 
a blanket exemption from income, prop- 
erty and municipal taxes, and excises 
on machinery and raw materials. Gov- 
ernor Jesus T. Pinero recently signed 
the Act creating the “tax holiday” and 
making Puerto Rico the only region 
under the American flag where such 
tax freedom is available. 

In combination with previous laws, 
this holiday will mean that new indus- 
trial operations deriving most of their 
income from Puerto Rico need pay no 
income taxes, either Federal or Insu- 
lar, on that income. The tax holiday 
is granted for a period of seven years, 
until June 30, 1954, with very substan- 
tial reductions in the tax rates during 
the following three years. 

“New industry,” as defined by the 
Act, includes any producer of a long 
list of specified commodities, including 
shoes, ceramics, toys, paper and pulp, 
several food products, furniture, em- 
broidery, textiles, and any assembled 
article for which the cost of assembly 
is a substantial part of the total cost. 
To be exempted, a specific enterprise 
must satisfy the Executive Council and 
Governor of Puerto Rico that it has 
established, or will establish, a bona 
fide operation of the type described. 





Canadian Shoes Nearly 
Rationed During War 


MONTREAL, CANADA—Only by the 
closest of margin was wartime ration- 
ing not extended to footwear in Can- 
ada, George G. Hodges, footwear ad- 
ministrator of the Wartime Prices and 
Trade Board, revealed in the Mount 
Royal Hotel at a testimonial dinner 
given in his honor by the Shoe Manu- 
facturers’ Association. 

“It was proposed by some to cen- 
tralize footwear production, closing 
some plants and-merging them with 
others,” he said. “Utility shoes were 
suggested to regiment production. Of 
course, you all know that pressure was 
brought to bear to have the Canadian 
public footwear-rationed. The adminis- 
tration was there to protect your in- 
terests.” 

Mr. Hodges emphasized that the shoe 
industry, which employs 20,000 people, 
was essential to the Canadian economy. 





Form Shoe Mfg. 
Firm In Detroit 


DetroIt—The Peninsular Shoe Com- 
pany, a new concern, located at 1201 
Atlantic, Hancock, Michigan, to manu- 
facture footwear has been formed by 
Raymond C. Schmidt, Hancock; Arthur 
S. Adams, Oconto, Wisconsin, and 
Oliver F. Schmidt, Oconto, Wisconsin. 

Capital $25,000 at $100, assets $7,800. 


Moves Offices In Boston 


BALTIMORE—The David Brown Shoe 
Company, of this city, has announced 
the transferal of its Boston office to 
newly remodeled quarters at 166 Lin- 
coln Street, Boston. It was stated that 
the new offices will provide much 
needed space and facilities. 





Scholl Opens Five New Shops 


CuIcaco—Five new Dr. Scholl Foot 
Comfort Shops have been opened since 
April 25, it has been announced by the 
Scholl Mfg. Co., here. The shops are 
located in Oakland, Cal., Wilmington, 
Delaware, Springfield, Ill., Hammond, 
Ind., and Cincinnati, O. 





Announce New Salesman 


New YorK—It has been announced 
that Abe Stein, of Milwaukee, Wis- 
consin, has joined the sales organiza- 
tion of the Crescent Shoe Company and 
will cover territory which will in- 
clude Wisconsin, Minnesota and - parts 
of Illinois. 





Joins Sales Corporation 


New York—Hafner Sales Corpora- 
tion has announced that Patrick F. 
Kiernan, associated with the Lastex 
Division of the U. S. Rubber for the 
past fifteen years, has joined their 
organization. 

He will specialize in shoe, corset, 
underwear and bathing suit materials. 





Opens New Plant of 


West Coast Division 


GLENDALE, CAL.—-The Modern Shoe 
Manufacturing Co., Philadelphia, Pa., 
recently opened its new plant and West 
Coast division at 614 W. Colorado Blvd. 
They are making a line of women’s 
casual footwear in kid suedes on baby 
doll lasts to retail for $8.75. 

Samuel Over, president and owner 
of the expanding firm, has appointed 
his nephew, Charles Cutler, as sales 
manager and also to be in charge of 
the concern’s operations on the Coast. 





Bomar Shoe Company 
Starts Southern Chain 


SPARTANBURG, S. C.—Announcement 
is made that a $60,000 to $70,000 re- 
modeling project of an East Main 
Street store building to house the 
Bomar Shoe Store was recently under- 
taken. 

The Bomar Shoe Company, of 
Charleston, will open the first in a 
chain of retail stores in the South in 
Spartanburg in the building formerly 
housing the K. & H. Shoe Store on 
East Main Street. 

The company is operated by E. S. 
Bomar and G. P. Bomar, brothers of 
Charleston, who are planning to ex- 
pand their Charleston company into a 
chain of retail shoe stores in the South. 
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JOBS 
WE SELL 
QUALITY SHOES 
BELOW CURRENT PRICES 
Qvelity Shoes Since 1932 


Serpleses From the Notien's 
Leoeding Manefocterers 


M.K. WEIL SHOE CO. 
While in Town See Weil 
1215 Washington Ave. 

St. Lovis 3, Mo. 


BARIS SELLS 
Merchandise, Better for Lee 


WOrth 2-5180-! 
79-81 Keade St., New York 7, hk. Y. 
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MOCCASINS 
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“PATOMAC" 

Machine Sewn MOCCASINS 
M205 Women's Brown ........ $2.25 per pair 
M206 Women's White Elk .... 2.35 per pair 
M215 Boys’ Brown ds : 2.25 per pair 
M225 Men's Brown ..... 2.35 per pair 
“PATAPSCO” 

Hand Sewn MOCCASINS 
M335 Women's Retan ......... $3.00 per pair 
M345 Boys’ Reton ............ : 3.00 per pair 
M355 Men's Reton ............ 3.25 per pair 
M361 Women's White Elk ..... 3.00 per pair 


Wholesale Distributors 


P, H. VOLK & Co. 


2-4 W. LOMBARD ST., BALTIMORE, MD. 
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Made New N. Y. Assistant 
Industrial Commissioner 


ALBANY, N. Y.—Appointment of 
frank T. Pipito as Assistant Indus- 
trial Commissioner of the State Labor 
Department with headquarters in the 
Albany area was announced recently 
by Industrial Commissioner Edward 
Corsi. 

Mr. Pipito, who assumes his new 
duties immediately, fills the position 
left vacant by the voluntary retirement 
of Victor T. Holland who had served 
in the post for the last ten years. 





Open New Division 


SAN FRANCISCO, CAL.—Marking the 
completion of their new division at 505 
Mission St., the Solnit Shoe Co., whore 
home factory is at 817 S. Los Angeles 
St., Los Angeles, celebrated the formal 
opening recently with a cocktail party 
for buyers. 

Operated on the same basis as the 
home factory, the new centrally located 
subdivision of the expanding California 
shoe concern was opened primarily be- 
cause of the West’s rapid development 
and growth and for the convenience of 
retail merchants in Fresno North terri- 
tory. The branch acts as a stockroom 
and allows the merchants to draw on 
stock there, instead of waiting for the 
merchandise to come through from the 
home factory, which expedites orders 
and which saves valuable time for both 
the firm and the buyer. 

Carrying a complete line of men’s and 
women’s shoes, the division is under the 
supervision of George L. Salinger. 





Wholesale Concern 
Reorganizes 

PHILADELPHIA, Pa.—The firm of 
Krischer, Rogers & Fischer, known 
popularly as K.R.F., and a pioneer of 
some 25 years in shoe wholesaling on 
Fourth Street here, has reorganized, it 
has been announced. 

Morris Krischer has fully retired 
after 40 years in the shoe business. 
New officers of the company are: Her- 
man C. Fischer, president and trea- 
surer; J. Kermit Lief, secretary; and 
Martin A. Fischer, vice-president. The 
firm has completed plans to expand into 
national distribution, featuring 
women’s dress and sports shoes. 





Appointed Salesman for 
Great Northern Shoe Co. 


MANCHESTER, N. H. — Marden W. 
Brooks has been appointed to the sales 
organization of the Great Northern 
Shoe Company, it was announced re- 
cently by A. Saperstone, sales manager. 

Mr. Brooks will cover New Jersey, 
Eastern Pennsylvania and New York 
State. He has had many years of ex- 
perience with Great Northern Shoe Co. 
in various capacities. 
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WOMEN'S SHOES 


for TURNOVER 





T-Strap 
Sandal 


No. 36042 
Black Suede 










$3.10 


NET 


Same in Grown Elk, We. 
7505—$3.10 net; Leather 
soles, Sizes: S-5 te 9, M-4 
te 9. 
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LYONS & COMPANY 


120 Deane St., New York 7, MN. Y. 
QUALITY SHOE STORE SUPPLIES SINCE 1900 














PRICE TICKETS 








PRICE TICKETS bring sales! 


Many Colors—109 prices to choose from 


WRITE FOR FREE SAMPLES 
MERCHANT'S SERVICE DEPT. C 


BOOT AND SHOE RECORDER 
CHICAGO 4 


| 209 Se. STATE ST. 
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Me 


‘tongue Step-In 
No. 36028 
Combination Black Suede, 
and Black Etk 






$3.0 


Also in Brown Suede with 

Brown Elk Platform (spec 

ify coler). M width, 4 to 9; 
leather soles. 





IN STOCK IMMEDIATE DELIVERY 
>. 


SHOE COMPANY 








Resigns to Start Shoe 


Manufacturing Firm 


Sr. Louis, Mo.—Homer P. Deevers, 
formerly a member of the shoe manu- 
facturing firm here of Spalsbury, Steis 
and Deevers, has resigned from the lat- 
ter organization and founded a shoe 
manufacturing concern at Lutesville, 
Mo., to be known as Vocational Foot- 


Named Ad Manager 
Of Rubber Co. 


AKRON, O.—E. B. Spoonamore has 
been named advertising manager of the 
Seiberling Rubber Co., Akron, replac- 
ing Earl H. Cook, who has resigned. 








Resigns as Shoe Buyer 
To Join U. S. Rubber 


CoLtumMsBus, O.—Glenn Chaffin, here, 
has resigned as shoe buyer for a Colum- 
bus, O., firm to accept a post with the 
United States Rubber Co., with head- 
quarters in Detroit, covering a Michi- 
gan territory. 
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HannahsonsAnnouncesT wo 


New Sales Representatives 


HAVERILL, Mass.—Two new sales 
representatives have been appointed by 
the Hannahsons Shoe Company, here, 
to handle the firm’s complete line of 
street shoes and evening sandals. 

Raymond Weinstein, of 2647 Crystal 
Street, Chicago, IL, is selling through 
the entire state of Illinois and Wiscon- 
sin as far north as Milwaukee and 
Madison, as well as in those cities in In- 
diana which are adjacent to greater 
Chicago. Mr. Weinstein will make his 
headquarters in Chicago. 

Al Epstein, Box 217, Austell, Ga., is 
representing the firm in the Carolinas 
and Georgia. 


Moves To Accommodate 


Increased Business 


St. Lovuis—The Wavershoe Trim- 
ming Company, now located at 1307 
Washington Avenue, here, will move to 
larger quarters at 2128 Washington 
Avenue because of the pressure of in- 
creased business, it has been announced. 

The firm has added a fabric division 
and plans the enlargement of its strip- 
ping and bow departments. 





Made Upper Leather Buyer 


Sr. Lours, Mo.—Charles Lagana has 
been named upper leather buyer for 
Boyd Welsh, Inc. A member of the 
firm for approximately a quarter cen- 
tury, Mr. Lagana will continue his 
supervision of the cutting room. 





Named Head in Red Cross 
Fund Raising Campaign 

St. Louis, Mo. — A. T. Leimbach, 
vice-president of Edison Bros. Stores, 
Inc., has been named head of the com- 
merce and industry division of the 1947 
fund raising campaign of the Red Cross 
here. 





Will Build Five -Story 
Addition for Carton Output 


Burralo, N. Y.—Endicott Johnson 
will erect a five-story addition to the 
Pioneer Annex factory in Johnson City, 
N. Y., to boost its carton producing ca- 
pacity to 200,000 cartons a day, it has 
been announced. 

A start on the project was made pos- 
sible by Civilian Production Adminis- 
tration approval of a $100,000 con- 
struction project. 

Charles F. Johnson, Jr., vice presi- 
dent and general manager, said that 
the increased space will permit the em- 
ployment of about 100 additional work- 
ers. The new structure will be of con- 
crete, steel and brick. 
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| Pacific Coast Distributor 
| Martial Lee Shee Co. 
| Les Angeles, Calif. 








A. J. Favor Wins Leg On 
RECORDER Cup At New York 
Annual Outing 


New York—Undaunted and unde- 
terred, 150 members and friends of the 
Boot and Shoe Travelers of New York 
arrived at the Far Hills Golf Club for 
the annual golf outing during a recent 
morning of torrential showers. 

Noon came sunny and clearing, and 
A. J. Favor, of the Walker Dickerson 
Company, competing against 84 other 
addicts of the club and pellet, as well 
as 18 sodden, erratically cut greens, 
won the third leg on the Boot AND SHOE 
RECORDER Cup with a presentable gross 
of 80 strokes. 

J. V. Knowles, a guest of F. C. Dono- 
van, took low gross honors with a 
heated 74, and received two dozen golf 
balls for his effort. 

Post-golf conviviality was enlivened 
by the awarding of some 43 golf and 27 
non-golf prizes. Twenty-five dollar war 
bonds, donated by F. C. Donovan and 
the Boot and Shoe Travelers Associa- 
tion, were awarded to John S. Thomas, 
Harry Langell, Dan Wren and Ed 
Brown. 





Live in Apartment by Shifts 


WASHINGTON, D. C.—An instance of 
38 persons in Chicago being simul- 
taneously evicted from a _ six-room 
apartment which they inhabited in 
three shifts, has been reported to the 
U. S. Census Bureau. 
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GOODYEAR WELTS 


small towns. 


mation in your reply. 


SHOE SALESMEN WANTED 


Manufacturer of MEN’S AND BOYS’ DRESS 


experienced salesmen in several territories to devote 
their time EXCLUSIVELY to these Lines carried 
IN STOCK. On basis of reasonable salary and bonus. 
Must be willing to comb territory closely, including 
Starting August Ist. 
assigned on basis of experience, references and infor- 


Address: Box 924, care of BOOT & SHOE RECORDER 





by 


and WORK SHOES wants 








WANTED! 


MAN WITH OFFICE 
IN DENVER 


Sales representative, with good 
following, for this large and 
long-established wholesale 
house. All-inclusive line, feo- 
turing high-style types, hos ex- 
cellent acceptance. Nationally 
advertised. Populor-priced. 
A-! opportunity for the right 


mon. 


LESTER PINCUS SHOE CORP. 
131 Deane St., New York, 13 








Territories will be 








SALESMEN WANTED 
VIRGINIA, NORTH AND SOUTH CAROLINA 


king Shoes and 
full details first letter. 
Address Bex 952, care BOOT & SHOE .\~ / 
100 East 42nd Street, New York 17, 


10 High Street, Boston 10, Mass. | 


SHOE SALESMEN 


Side Line and Full Time, with a good 
following to sell Infants’ and Chil- 
dren’s Shoes and Slippers; Acquainted 
in the following territories: Illinois, 
exclusive of Chicago—Indiana, exclu- 





sive of Northern Indiana—end Ken- 





With good following to carry outstand- 
ing Line of Popular Priced Women's 
Casuals and Play Types direct from 
factory in following territories: North 
and South Dakota, Kansas, Nebraska, 
Minnesota, Iowa, Ohio, Illinois and 
Indiana. Full time on commission basis. 
Excellent line of fast-selling styles. Can 
be handled exclusively or on non-con- 
flicting basis. Write giving age, experi- 
ence, territory coverage and references. 
All replies will be held strictly con- 
fidential. 


864, care Beet 6 s & SHOE RECORDER 
10 High Street, Boston 10, Mass. 


tucky. Michigan and Ohio. Wisconsin, 
Iowa and Minnesota. Established Mid- 





EXPERIENCED SALESMEN 
WANTED FOR 


NATIONALLY ADVERTISED 
BRAND OF FOOTWEAR 


OPEN TERRITORIES 
1. NEW ENGLAND 


2. VIRGINIA, WEST VIRGINIA, 
NORTH AND SOUTH CAROLINA 


3. PENNSYLVANIA 

4. KENTUCKY, TENNESSEE 
5. NEBRASKA, IOWA 

6. WASHINGTON, OREGON 


7. MONTANA, IDAHO, WYOMING, 
COLORADO, UTAH, NEVADA 


Address Box 894, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, WN. Y. 








western Manufacturer. Satisfactory 
commission arrangements. 


Address Box $25, care BOOT & SHOE ee 
208 Se. State Street, Chicage. | 





LESMEN WANTED for all parts of New 


A 
S Wok and Denamteecie at te Oe 
Trade well 


#944 
42nd 


known Men's 








SHOE SALESMEN 


Salesmen, experienced, to travel Ohio, 
West Virginia and Pennsylvania with 
outstanding Line In-Stock Women's 
Novelty and Sport Shoes. Can also be 
carried as Side Line. 


PENN SHOE COMPANY 
931 Penn Avenue, Pittsburgh, Pa. 




















SALESMEN WANTED 
to sell ROLLICKERS - selected 
novelty, casual and sport shoes. 


ELKIND BROS. 
78 Reade St, New York 7, N. Y. 








at the word rate. 


The rate for all displayed or boxed 
ax 





CLASSIFIED ADVERTISING RATES 


The rate for undispiayed classified advertising 1s 10 cents a word uncer any of our classified headings. Minimum rate is $1.80 
for each insertion. When a box number 1s desired. addressed to any of our offices. 12 woras must be added for this and charged 

if acvertiser’s own name and adcress is used. count each word (street number is one word) at word rate. 
Classified advertising is payabie in agvance. Send check or money orcer with your copy. No ac d for classified 
advertising except for reguiar advertisers on contract. 
xed In classified advertisements is $7.00 an inch with a maximum of 46 words per inch. 


Advertisements for this page must be in our New York Office 10 days preceding peblicarion date 





nts are op 








August |, 1947 














SALESMEN WANTED SALESMEN WANTED SALESMEN WANTED 











alesmen to Represent 
IN STOCK MANUFACTURER OF MEN’S AND LADIES’ GENUINE KID S P 


LEATHER, HARD SOLE SLIPPERS, RETAILING FROM $2.95 TO W E L L 

$3.95, CATERING TO RETAIL AND DEPARTMENT STORES, HAS L R 4 £ D 

OPEN TERRITORIES OF: MAINE, NEW HAMPSHIRE, VERMONT, 

MASSACHUSETTS, CONNECTICUT, UPPER NEW YORK STATE, E s TA B 

PENNSYLVANIA, OHIO, INDIANA, KENTUCKY, TENNESSEE, ILLI- C O N C — R N 

NOIS, COLORADO, WYOMING, MONTANA, IDAHO, UTAH, ARIZONA 

AND NEVADA, ONLY QUALIFIED MEN WITH FOLLOWING AMONGST With Active Accounts In 

RETAILERS APPLY. GIVE FULL DETAILS IN FIRST LETTER. Following Territories: 

ADDRESS 959 CARE BOOT & SHOE RECORDER ; 
Western Pennsylvania and 

100 East 4Znd Street, New York 17, N. Y. West Virginia, lowa, Minne- 


sota and Dakotas; Kentucky 
and Tennessee; Texas and Ok- 


























HIGH CALIBRE SALESMEN WANTED WANTED SALESMEN lahoma; Alabama, Mississippi 

Exceptional Opportuaity for Volume Account To Sell to Retailers, Department, Stores and and Louisiana. Fast Selling IN 
esmen. tstandi ine of W , ha turer’s Line “*Compo’’ ' 

Leather "Casual Sport “Shoes to retail. from Constructed Shoes tor Infants, Childrea. tnd STOCK — bey te 
. to 49. lesmen selling to Jobber Misses. All territories open e excep- . ® 

and Chains only need apply. Attractive eem- tion of Southern States. An outstanding and Casua si Men's ress an 

+ poi F..— 2 Full protection given ee. — references and experi- Work Shoes: Children's and 

on rritories le ence in ie" - ' ‘ . 

Address Box 970, care BOOT & SHOE RECORDER Address Box 973, care BOOT & SHOE RECORDER Boys’ Shoes; Tennis and Rubber 
100 East 42nd Street, New York 17, N. Y. 10 High Street, Boston 10, Mass. Footwear; House Slippers. Op- 

portunity for right men to make 


desirable connection. Give full 
details and experience. 


Address Bex 557, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 





OPPORTUNITY KNOCKS 


In line with our expansion program covering our nationally advertised 
line of shoes for the entire family, we offer the rare opportunity of repre- 
senting us in a few territories east of the Mississippi. to those experienced 
salesmen who can qualify. If you have experience, a good following 
and are ambitious, write us immediately. 


All replies beld in strict confidence. 
SALES MANAGER, SUNDIAL SHOE COMPANY 


DIV. INTERNATIONAL SHOE COMPANY 
MANCHESTER, N. H. 





















Manufacturer of Repute 
Has all territories open except Southern 
California, Greater New York, making 
Popular Price Slippers, and Play Shoes, 
Fabric and Leather. Line known. Wonder- 
ful opportunity to grow; Calling on De- 


Full particulars in confidence. 
BOX 592, ALTOONA, PA. 




















MANUFACTURER, OLD ESTABLISHED 
CONCERN, wants top notch salesmen to 


























SALESMEN WANTED | SALESMEN sell popular Line of ‘Women's House Slipper 
Days len't Beay— Expanding Slipper Firm engaged in the to il for $1.98 and up. Carry _exciu- 
-—— 4 - BY - no Zinch, bat our Tine ‘a manufacture of Women’s Slippers and sively or side line. Address #943, care Boot & 
Men’s Dress Oxfords, Rubber and Tennis, Sandals, desires top-grade Salesmen to Shoe Recorder, 100 East 42nd Street, New 
Felt and Fancy Slippers will prove profitable carry our line. ALL TERRITORIES York, N. Y. 
to anyone willing to cover territory. Choice OPEN. Commissions only. Write 
of full time or side line. “Chic” Siipper Mfg. Corp., 168 Cham- 
SCHWARTZ FOOTWEAR CO. bers Street, New York City. Attention: 
419 N. Water Street Milwaukee, Wis. Mr. Max Schlaks. *.: 
Opportunities for 
ALESMEN WANTED — TO TRAVEL HOE SALESMEN TO CARRY POPULAR 
Ss OHIO AND INDIANA, by Largest and S PRICED LINE of Infants’ and Children’s SALES 
Oldest Wholesale Shoe House in Middlewest, Prewelts direct from Factory in-stock Depart- 
to sell General Line of Shoes for the entire ment on a commission basis, as a sideline. Fol- 
family, on commission. Applicants must have lowing territories open: Virginia, Georgia, REPRESENTATIVES 
car, and established following preferred. We Florida, Alabama, Mississippi, Arkansas, Louis- 
have a large Established Trade in this terri- iana, Texas, Oklahoma, Indiana, Ohio, and 
tory. Submit full details, including age, experi- Pennsylvania. Give complete information when Handle one of market's best-accept- 
ence and references, and late snapshot if avail- answering. Address #969, care Boot & Shoe 2 : : 
able. CHARLES MEIS SHOE COMPANY, | Recorder, 100 East 42nd. Street, New York ed lines of high-style footwear (as 
Cincinnati, Ohio. 17, N. ¥. well as casuals), to retail $5 to $10. 





Territories as follows: 


LEADING WHOLESALER (2) Florida (aneter line. may be cu 


ried if non-conflicting) 


HAS OPENING FOR TWO SALESMEN: (2) Batinor, Washington and Easter 





1. For Ohio, Indiana and Kentucky. (5) Upstate New York—from Buffalo 4 
2. For Michigan, Wisconsin and Minnesota — Complete line of _ 
Popular Priced Men’s Dress Oxfords and Work Shoes and Women’s Most desirable connection with large 
WELTOPEDIC Arch Shoes from A to EEE; sizes 4 to ll; Also Growing wholesaler. Nationally advertised 
Girls Sports and Casuals in stock. Must travel by car. Large earn- line. Only thoroughly experienced 
ings for men who can sell. Give full particulars in first letter. man with following need apply. 

ADDRESS 974, CARE BOOT & SHOE RECORDER Boot & SHOE RECORDER 


100 East 42nd Street, New York 17, N. Y. 








100 EAST 42nd STREET, NEW YORK 17, N. Y. 
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SALESMEN WANTED 


SALESMEN WANTED 





SIDE LINE SALESMEN WTD. 





a TO CARRY A LINE OF NOV- 
SHOES FOR TEEN-AGERS, 

Ha Girls’ Sports in Welts and McKays 
and a Short Novelty Line of Slippers. Can be 
carried as a sideline. States of Texas, Okla- 
homa, New Mexico, Louisiana, Alabama, Mis- 
sissippi, Tennessee, Kentucky, North and South 
Carolina, Georgia, North and South Dakota, 
Colorado, Utah, Idaho, Nebraska, Kansas, Mis- 
souri, Michigan, Ohio, Indiana, Oregon, Wasb- 
ington, California. Address #934, care Boot & 
Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y. 





Experienced Salesmen 


To represent on Commission Basis a 
well-known Factory Manufacturing 
an Exclusive New Style Line of All 
Leather Women’s Casuals and Sport 
Shoes to retail from $3.00 to $4.00. 
Can carry a non-conflicting line. 
Salesmen now carrying popular 
priced Lines only need apply. State 
age; experience; references, and ter- 
ritories desired. Your replies will re- 
ceive prompt attention. 


Address Box 971, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 








SALESMEN WANTED 
WELL KNOWN FABRIC CONCERN 


Selling Shoe Manufacturing and Slipper 

Trade, desirous of securing bright young 

man to cover Metropolitan area. 

Box 958, care ig f & SHOE paseecee 
42nd Street, 


100 East 42nd New York 17, 











TOP-FLIGHT 
SALESMAN 
WANTED 


Must have strong following among 
chain and department stores. 
Handle popular-price style line 
for factory with capacity of 75 
cases per doy. Also sell same 
line for wholesale distributor on 
an in-stock basis. This is a first- 
rate opportunity for a first-rate 
man. Write fully. 


Address 954, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, WN. Y. 








SALESMEN 
WANTED 


To sell manufacturers Line Women’s 
Slippers and Casuals $3.00 to $5.00 
Retail In-Stock and Make-Up Service. 
Excellent companion Line to Women’s 
Novelty Street Shoes. Territories open: 


New York State Virginia 

Georgia and Florida Mississippi 

Louisiana Alabama 

Tennessee North & South Carolina 

West Virginia Maryiand and Delaware 

Indiana and lowa Metropolitan New York City 
Eastern Pennsylvania and New Jersey 


State territory you cover, age, and pres- 
ent Line now selling. 


Address Bex 956, care BOOT & SHOE RECORDER 
10 High Street, Besten 10. Mass. 








WE WANT 


SALESMEN 


WHO CAN 


SELL SHOES 


Nationally known, nationally 
advertised line of casuals 
manufactured make-up $5.00 
to $8.00 retailers; sold de- 
partment stores and retail- 
ers. Man must have good 
active following in small 

_ towns as well as large ones. 
Full time commission. Must 
have references. Chance of 
a lifetime offer. 


Territories open: Arkansas-Louisi- 
ana .. . Mississippi-Alabama- 
Florida . . . Wisconsin-Illinois . . . 


T Kentucky. 





Address Box 976 care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y¥ 




















GALEste oe — te —~~2 * Com- 
ple Novelty Goodyear 


— 2- — Can be 
DYEAR KEYSTONE 
319 Arch Street, Philadelphia, Pa. 


carried as Sideline. 
co., 





M ANUFACTURER wants Salesmen to sell 

on a commission basis, a fast moving Line 
of Men’s and Women’s Stitchdowns to retail 
trade in the following States: Pennsylvania, 
Maryland, West Virginia, Virginia, North and 
South Carolina, Tennessee, Georgia, Alabama, 
Mississippi, Louisiana, Arkansas, Missouri, 
Kansas, Oklahoma, Texas, New Mexico, Arizona, 
Wyoming, Nebraska, Iowa. Company features 
ads in National Shoe Magazines, circulars. 
Excellent opportunity for right man. Only the 
go-getter need apply. In applying state experi- 
ence; age; lines carried at present; means of 
transportation, and references. Replies held 
Strictly confidential. Address #963, care Boot 
& Shoe Recorder, 100 East 42nd Street, 
York 17, N. Y. 


August |, 1947 





ALESMAN, WITH ESTABLISHED 

TRADE, to represent Manufacturer of High 
Grade Women’s Rubber Footwear. Items can 
be carried as a sideline. Liberal commission. 
Give full details in first letter. Address ass, 
care Boot & Shoe Recorder, 100 East 4 
Street, New York 17, N. Y. 





SHOE SALESMAN, EXPERIENCED, City 
or out-of-town, iberal Commission and 
Draw; Excellent opportunity to connect with a 
live, expanding concern. ROYAL SHOE et 
PANY, 220 W. Madison Street, Chicago, Ill 





HOE SALESMEN—TO CARRY SIDE 
LINE of Findings and Shoe Polish, Na- 
tional Advertised Brands. All you need carry 


is our price lists, no samples required. [IIli- 
nois, Indiana, Michigan, Wisconsin m_ om 
territories. Liberal commission paid. 

REICK LANGENDORF & CO., 21 ‘Sen 
Wells Street, Chicago, Illinois. 














SIDELINE SALESMEN WANTED 


To carry Complete Line of Orthopedic 
Appliances and Foot Relief Specialties. | + 
Liberal Commissions. 


Address Box 961, care BOOT & SHOE 7 oo 
100 East 42nd Street, New York 17, N. 











OF METAL, RHINE- 

STONE AND CUT STEEL SHOE 
BOWS desires Salesmen calling on Ladies’ 
Shoe Trade, to carry one small tray of terrific 
Metal Ornaments, RHINESTONE CREA- 
TIONS, 751 No. 39th Street, Philadelphia 4, 


Pa, 
SIDELINE SALESMEN WANTED 


To Carry Outstanding Line of Novelty 
Shearling House Slippers, California 
Construction, $3.50 to $4.00 retail. Good 
for Chain Stores. All territories open. 


LOOMIS MFG. CO. 
2611 Indiana Ave. Chicage 16, Ill. 


ANUFACTURER 














SIDELINE SALESMEN WANTED BY 
ESTABLISHED WHOLESALER 
“In-Stock” Line of Stitchdowns 


complete 

Prewelts. Outstanding in price, style and qual- 

ity. Only men with proven sales ability in 

Stitchdowns need apply. Ex t proposition 

on commission. Address #977, ae Boot & 

Shoe Recorder, 100 East 42nd Street, New 

York 17, N. Y. 

T2 CARRY LINE VELVOFOAM LATEX 
SHOE CUSHIONS, $1.00 retail. No com- 


seller; Many open territories. 
1722 South Main, Les 


petition; easy 
LATEX PRODUCTS, 
Angeles 15, California. 


HOSIERY 


Sideline Solesman to sell competitive 

Line of Men's Hosiery (Mill Prices), to 

better Shoe Chains and Department 

Stores. 8% commission. 

Address Box 968, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 

















HELP WANTED 


EXCELLENT 
OPPORTUNITY 


PATTERN & 
DESIGN MAN 


Fabric Footwear Pattern and De- 
sign man, 30-40, with complete 
knowledge of Pattern making and 
grading in California Process. 
Fabric Footwear background help- 
ful. Ability to work out style de- 
tails, follow through on production 
and direct activities of others es- 
sential. 


An excellent future with one of 
the largest manufacturers in the 
field expanding its Fabric Foot- 
wear business. Location Midwest. 
Write in confidence giving com- 
plete information on past experi- 
ence in first letter, including salary 
requirements. 

Address Box 945, care BOOT & SHOE RECORDER 

100 East 42nd Street, New York 17, N. Y. 

















HELP WANTED 


POSITION WANTED 


MERCHANTS’ NEEDS 








wvvvvVvVTVTTVTVVV7—070T0T0—0""""r"”" 


SHOE DISPLAY MAN 


Progressive ladies shoe chain retailer in 
Jacksonville, Florida has openings for thor- 
oughly experienced 


WINDOW TRIMMERS 
Excellent Opportunity 
Apply stating full details of age, experience, 
te. 
Box 544 Sulte 1800, 
Times Tower, W. ¥. 18, N. Y. 


~owrrrrrrrrerrererererereeee.Y.™ 


al 
~werrrerererereerYeyTt?*? 





Interested in Export? 


Salesman, excellent following with ex- 

port Buyers, desires position, ~ er | 

account; Merchandise ordered 

paid for by Exporter, on domestic 

basis. No export formalities involved. 

Address Box 975, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 











ASE 42; MARRIED; COLLEGE GRADU- 
ATE; Fully Experienced All Phases Popa- 
lar Price, Chain Shoe Store Man- 
Large Units; Auditing ; District’ Su 








UNUSUAL OPPORTUNITY 


For Man who has had experience in 
operation of a Chain of Men’s Retail 
Shoe Stores. 
Stock Control, Promotion and details 
of operation. Write, giving outline of 


Must be successful in 


experience, age, etc., and willingness 


to travel. 


Address Box 955, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 








BUYER OF MEN’S SHOES 


Well Established, High-Grade Depart- 
ment featuring Nettleton, Florsheim, 


etc., strongest department in city. 
Alert operation. This is a two-man 
department. 


E. S. LEVY & COMPANY 


Galveston, Texas 











EXPERIENCED SHOEMAN WANTED To 

Manage Family Shoe Store in New Jersey. 
Good future for right man. Write in Con- 
fidence, age, business references. 
Address #960, care Boot Shoe Recorder, 
100 East 42nd Street, sy York. — a oe 





FOR SALE 








WE SELL WOMEN'S 
FACTORY DAMAGED AND 
WORN SHOES, CASE LOTS 


WRITE FOR SAMPLES 


Address 770, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 








vision. Will travel. Now in New York. 

sires join staff progressive organization where 
ability will be given opportunity to get action. 
Address #972, care Boot & Shoe Recorder, 
100 East 42nd Street, New York 17, N. Y. 





LINE WANTED | 





WANTED FOR CHICAGO, vicinity. 20 
years retail shoe experience as sales person, | 
Manager; 39 years old. Best personal, busi- | 


STABLISHED WHOLESALE SHOE LINE | 


ness references. Have 1947 Hudson. Address: 
Box 962, care of Boot and Shoe Recorder, 209 
So. State Street, Chicago 4, i 





TTENTION, MANUFACTURERS- Two | 

experienced Salesmen travel entire State 
of Maine and Maintain Selling Office in Port- 
land, want ay ay Men's, 
Boys’, Dress, Commis: only—no 
drawing. SPEIGEL STANLEY COMPANY, 
193 Middle Street, Portland, Maine. 





MANUFACTURERS 

West Coast Shee Travelers Associates have capable 
salesmen in thelr organization te represest year 
company. All territories Denver West. fF yen Gane 
openings is abeve commenicate xt once 
with our Assosiation, WEST COAST SHOE 
TRAVELERS ASSOCIATES, ROOM 328. HAAS 
®.DG., 2189 WEST SEVENTH STREET, Los 
ANGELES (4, CALIF. 














BUSINESS OPPORTUNITY 





EXPERIENCED SHOEMAN WILL IN- 
VEST CAPITAL and active services as 
Partner in a good Business. Address: 
Box #964, care of Boot and Shoe Recorder, 
National Press Building, Washington, D. C. 





SHOE STORE—MEN’S, WOMEN’S AND 
CHILDREN’S. 100% tion. rapidly 
grewing city, 10 miles East from Downtown 
Los Angeles. New stock and Fixtures. Brand- 


ed Lines. Five yea lease. Illmess forces sale. 
Cash required abou $12,000. Olmstead Shoe 
Store, 513 Whittier: Blvd, Montebello, Calif. 





H 'GH GRADE FAMILY SHOE STORE in 
Prosperous Wisconsin City. Fixtures, etc. 
$2,500 Plus Inventory (About $11,000). Ad- 
dress: Box #966, care of Boot and Shoe 
gecenden, 209 So. State Street, Chicago 4, 
inois. 





EAUTIFUL SHOE SALON, Women’s and 

. Children’s Shoes, in the West's fastest grow- 

ing city of 90,000, doing around $200 a day. 

runs five years, at $100 a month. Forced 

to move to lower altitude on account of health. 

A real opportunity for some one. Address 

#967, care Boot & Shoe - < 100 East 
42nd Street, New York 17, N, 
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FOR LEASE 





Se J DEPARTMENT FOR LEASE IN | 
READY-TO-WEAR STORE. Good loca- 
tion; Progressive town. DRIVER’S SHOPPE, 
500 Broadway, Paducah, Ky. 








MERCHANTS’ NEEDS | 








Fischer Self Adjusting Bunica 
Protector 


Relieves Pressure on Bunion, Pre- 
tects Entarges Joints. Preserves 
Shape of Shee. Hides Deformity. 


Ask Your Shoe Findings 
Jobber 


Est. over 40 years 
THE FISCHER MFG. CO. 
Milwaukee (i. Wis. 














Pending 


For More aim Displays 
Made to display the shoe and not the 
form. Forms open heeled pumps perfectly 
and easily in less time. No bulkiness, fits 
either shoe and brand names are not 
concealed. Made from high quality clock 
spring steel. $3.00 per dozen pairs. Dis- 
count on 12 dozen pairs or more. 


F.B.F. DISPLAY CO. 


Route 2, Box 646, Indianapolis 44, Indiana 











ADVERTISING 





ay GQOTTLUE 


—here’ how to get 

More Business! 

HE Vincent Edwards idea Clipping 

T Service has over 2,000 users. 

oe F— 5 E 

Dest ‘tail ads; anaiacharans nally 
want ods of com 

You will find that a study of sempaper 
ad clippings is the quickest ae anes east ex- 
pensive way to keep in with what's 
going on. 

Use coupon below to learn more about 
this valuable service and the special short 
term trial offer. No obligation, of course. 
VINCENT EDWARDS & CO. 
World’s Largest Advertising Service Organization 
342 Medison Ave., New York City 


Please tell me more about your 
A od a ae and 4 hm = 
short term 

















NEW AND IMPROVED 
$599 Pouy Cup 
GROSS for Price Tickets 
$ 2 ee 
HALF GROSS 
TILTS AT 
ANY ANGLE 
M. D. POLLINGER CO. 
HOLLAND BLDG. ST. LOUIS, MO. 











Boot and Shoe Recorder 











MERCHANTS’ NEEDS 


| WANTED TO PURCHASE 


WANTED TO PURCHASE 











NYLONS 


* 51 GAUGE * FIRST QUALITY 
* SHEER  ° FULL FASHIONED 
* ALL NYLON (TOP to TOE) 

* BEAUTIFUL NEW SHADES 

* SIZES 8Y2 to 10% 


IMMEDIATE DELIVERY! ! 
NEW LOW PRICE!! 


$1250 
PARKER'S 


9040 Commercial Avenue 
Chicago 17, Illinois 
REgent 1030 
Terms: Net 30 Days. 
Minimum Order 5 Dozen. 


Select Your Own Sizes. Satisfac- 
tion Guaranteed or Return At 
Our Expense. 














FUR TRIMMING 








RABBIT FUR TRIMMING 
IN PASTEL SHADES 
FOR THE SLIPPER TRADE 
Write for Quotations to 


NATIONAL FUR DYEING CO. 
447 S. Hewitt St., Los Angeles 13, Calif 














WANTED TO PURCHASE 





1215 Washiagtos Avenve—St. Louis, Me. 


| TOP PRICES FOR YOUR SURPLUS BETTER GRADE SHOES 


Convert iate cash—eny qeantity 
YOUR MAME PROTECTED ... WRITE 
RELIABLE SPECIALISTS IN FINE SHOES FOR 15 TEARS 


M. K. WEIL SHOE CO. 


— WIRE OR PHONE 


Contre! 4896 








WILL BUY CLOSE OUTS AND 
COMPLETE STOCKS 

of 

é. A Shoes for Men, Women and 

FOR CASH 

BROITMAN-GAFFIN SHOES, INC. 

147 Duane Street, New York 7, N. Y. 
Telephone: WOrth 2-4548 











SELL YOUR JOB LOTS 


° 
SAM CAMITTA & SONS 
95 Reode St.. New York 13, N. Y. 
FOREMOST SHOE BUYERS SINCE 1906 
COrtivadt 7-4878-8 














| BARIS BUYS for CASH 


Quality Shoes for Men, Women 
and Children 


79-81 READ STREET 


Screpsious Protection for your Name and Brand Since 1932 


BARIS SHOE CO., INC. 
WOrth 2-5180 


. Shoe Stores 
Short Term Leases Assumed 


NEW YORK 7, WN. Y. 








WE BUY 

SURPLUS AND COMPLETE STOCKS 
OF BETTER GRADE SHOES 
FOR CASH 


SHORT LEASES ASSUMED 


YOUR NAME AND BRAND 
PROTECTED 


IRVIN RUBIN, INC. 
“The House of Jobs” 
89 READE STREET 

| New York City 
Phone BARCLAY 17-7887 














BUSINESS OPPORTUNITY 








your own! Lears 

Mehod of 

Sitting corrective 

aL ot ZX, 

— b+ -Fy--: cach as $00 wo 6 $100 weekly. Net 
medical or —easy terms for home training 
—no needed. no goods te buy, Se 
agency. Write for free Dooklet. 51 years is 





CASH PAID FOR 
SHOE STORES 
CLOSE OUTS, JOB LOTS 
SHORT LEASES ASSUMED 
B. SABIN 


98 DUANE ST. NEW YORK 7, N. Y. 
Telephones WOrth 2-2515 


GET TOP VALUE 
In Selling Your 
¢ SURPLUS STOCKS or 
* COMPLETE STORE 
CAMITTA SHOE CO. 


128 No. 4th St. Phila. 6, Pa. 
Phene—LOMberd 2062 























Stephenson Method, 12 So. Market St., Boston, Mass. 














MY HOBBY 
Buying. Selling Shoes for 35 years 
CASH TOP PRICES 
Discontinued stocks 
HARRY HESS 


76 Reade Street New York 7, N. Y. 
Telephone: WOrth 2-961 








Buy Savings Bonds 











August |, 1947 


Made Manager of St. Louis 
Manufacturer’s Outlet 


Sr. Louis, Mo.—New manager of the 
Reel’s Shoe Store here at 416 N. Sev- 
enth St. is Herman Heller, former 
supervisor of the Chicago territory at 
Gary, Ind., of the St. Louis outlet’s 
parent organization, the John Irving 
Shoe Corporation. 

Another change in the Irving firm is 
the appointment of Ben Shapiro, for- 
merly manager of the Lansing, Michi- 
gan store, to direct the lower level shoe 
department. 


Initiates Plans To Set 
Up 15th Factory 


TEMPLE, TeExaS—David C. Curtis, 
veteran in shoe manufacturing, has an- 
nounced he will start a shoe factory 
here in the near future. He said the 
factory will turn out infants’ and chil- 
dren’s shoes. 

The Chamber of Commerce indus- 
tries committee and Industrial Foun- 
dation group are working with the shoe 
manufacturer in obtaining a building 
and other essentials. 

Curtis, who has helped to set up 14 
similar factories, plans to begin on a 
small scale and build up to production 
of 2000 pairs daily. Eventually he 
plans to employ as many as 250 per- 
sons. 


Made Assistant Manager 


New York—Nathan Goldman, for- 
merly a salesman in the A. S. Beck, 
Pitkin Avenue store, has been made 
assistant manager of our 13th avenue 
store in Brooklyn. 
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These Exclusive 


Features 


INSURE 
STEADY BUSINESS 


Good Times 
and Bad 


THE SHOE OF TOMORROW 





1 Allen Edmonds’ unique STOCK 
PLAN . . . cuts inventory, multiplies 


turnover, pyramids profits. 


2 Allen Edmonds’ U-Turn Flexibility 
... eliminates breaking-in, insures 


matchless comfort. 


3 Allen Edmonds’ special Nailess 
Osteo-path-ik Construction. 


4 Consistent national advertising . is 
year ‘round in Esquire; seasonally in 


TIME, NEWSWEEK, HOLIDAY, TRUE. 


5 Advertising aids . . . cooperative 


advertising, mat service, display 


material, booklets, etc. 





ALLEN EDMONDS SHOE CORPORATION 
BELGIUM, WISC. 


Boot and Shoe Recorder 








Acme Shoe Co. eee -- 36 


Adrain, M. B. & ‘Sons X-Ray Co. 

94, 98, 106 
Allen-Edmonds Shoe Co. ... oce Bae 
Allied Footwear Co. ee 109 
Allied Kid Company . 28, 29 
American Boy Shoes ... cacen 75 
American Shoe Co. .....«+.+- 30, 104 
Baris Shoe Company - ill, 117 
Bass, G. H., Co. ..... ee 96 
Bata Shoe Co. ooe045666900 oo 
Beacon Falls Rubber Co. . — 
Beckwith Mfg. Co. cue ceanadee 7 
Behn, A. G., Shoe Co. .... - 97 
Bostonians Shoes ......... SS. 
Broitman-Gaffin Shoe Co. ......- 117 
Burns Culoid Co. . secee sc. 


Camitta, Sam, & Sons 117 
Camitta Shoe Company 117 
Cannon Shoe Company ..... 71 
Castie Trimming Co. ........-sccces 94 
Chicago Shoe Market 110 
Cohan, William, Co. ce Oe 
Colonial Tanning o. .... 12, 24 
Commonwealth Mfg. Co 1 
Commonwealth Shoe & Leather Co. 27 
Connell, J. M., Shoe Co. ..... 12 
Craddock-Terry Shoe Corp. 21, 75 


Dewey & Almy Chemical Co. eases 63 
Douglas, W. L., Shoe Co. . - 


DuBrin, Harry L., Uniform Co. 102 
Ee 5 +2cedeeedaewes - 16 
Eaton, C. 4 Co. 120 
F. B. F. Display Co. . ecee 116 
Fischer Mfg. Co. e o“* 116 
Peeeeneee Hee OO. 2c... cececsceces 42 
Dane GOED ... i. ceesccesceces 23 
Freedman, I. E., & Associates . 88 
Gale's, Inc. . jeeaieos 
Gallun, A. F., & ‘Sons Corp. er 8 
General Shoe Corp. -- 33, 73 
Gerberich-Payne Shoe Co. Back cover 
Gerda Footwear Co. ............ 4, 82 
Gillman Plastic Fixtures ccevecne Te 
ee ee GE, weeeccceeescse Ee 
Goodwill Shoe Co. ....... - 104 
Goodyear Tire & Rubber Co. 14, 15 
Gotham Athletic Footwear ....... 87 
Hammond Moccasins, Inc. 9 
Hess, Harry ...... ands 116 
Highlander Shoes ......... eeces 40 
Holiday 3 er . -- 32, 33 
Holland-Racine Shoes, Inc. ... =a 2 
Huber Slipper Co. . hon 95 
Hubschman E., & Sons, Inc. 2nd cover 
Jarman Shoes see se 2<o «6 
Keith George E., Co. . seed 5, 40 
LaCrosse Rubber Mills 38, 39 
Leatherbury Shoe Co. 6 
Lederer Industries pes eeneeees 96 
Liama of California ......... sae |e 
Lyons & Company . - 102, 111, 119 
Marks, C. W., Shoe Co .ceenen on $3 
Mendel’s of California ............ 7 
Miller, O. A., Treeing Mach. Co.. 26 
Miracle Tread Shoes . 21 


Mishawaka Rubber & Woolen Mfg. Co. 7 


McBreen Shoe Company 100, 110, 111, 112 
Modern Orthopedic epee $2 
Monroe Brothers Co. .. $9 
Myers, D., & Sons, Inc. bes. eeueee 17 
National Fur Dyeing Co. ...... 117 
Ohio Leather Company seco 
Panther-Panco Co. .. 8rd cover 
Parker's Hosiery ......... : 117 
Pilot Shoe Company . won 104 
Pincus, Lester, Shoe Corp eae sl a 
Plymouth Shoe Co. : ‘ 10, 11 
SE ee 24 aoe 
Prima, Inc. ‘ - » 
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/ 
Ask also for 


KIWI DARK TAN 
TAN, LIGHT TAN, BROWN 
OX BLOOD & MAHOGANY 
For Patent Leather and all 
Colours of Glace Kid ask for 
KIW1I Transparent (Neutral). 





( te ENGLISH.. 
/ez QUALITY. 


ltsKIWI! 


REG. U. S. PAT. OFF. 

‘The judge was looking mighty 
pleased with himself this morning 
—and you could see your face in 
that KIWI shoe shine of his.” 


*‘ Telling me something ? . . . and 


‘Tt must have been. Anyway, we 
won our case so let’s have a drink 
—then back to the store for me.’ 
** What's new there ?” 
‘Plenty. But my biggest prob- 
lem’s an old one—how to get 
enough KIWI to keep up with the 
demand." 
** Still in short supply, eh?” 
**Not really. We get better de- 
liveries each time, but MORE 
people are learning the KIWI habit 
go we never seem to catch up.” 
**Don't wonder. My legal mind 
soon caught on to the fact that 
KIWI’s waxes, by sinking down 
into the pores of the leather must 
help to keep it soft and supple. 
And what a shine KIWI gives.” 


KIWI BLACK 


The ORIGINAL English STAIN Shoe Polish 


So0or po.rs~ 


< > 
BLAS Gf 





















Queen Quality Shoe Co. oe 67 
Roger Kent Plastics ...... 87 
Rubin, Irvin 117 
eee, Te. coxvceseces ea 117 
Saco Moc Shoe Co. -. 103 
Sandler of Boston ............ sees. 76 
Schenk, A. L. Orthopedic ‘Labs : 100 
Scholl Mfg. Co., Inc...... 105 
Scott Foot Appliance Co 95 
Selby Shoe Co. ...... 65 
Shane Shoe Company ‘ 104 
Stephenson Method .... : 117 
Stewart-Romero Boot Co. .......... 94 
Sundial Shoe Co. . 25, 45 


Tanners Council of America 
Transparent Shade Co. 
Trimfoot Company 
Tweedie Footwear Corp. ...... 
United Last Company be 
United Shoe Machinery Corp 


22, 36, 74, 
Front cover 


United States Rubber Co 


United States Shoe Co 

Vincent, Edwards & Co. 

Vitality Shoe Co - 

Volk, P. H., & Co. 

Walk-Over Shoes 

Weil, M. K., Shoe Co 111, 
Well-Built Shoe Co - _ 
Ed. White Jr. Shoe Co 


Rnrow 


-na- 


20 
83 
13 
116 























Etonic National Advertising is Style News 
Throughout The Year. 


In Esquire — The Magazine of Men's 
Fashions 











In Pic — The Magazine for Young 


Men 


In Newsweek — The Magazine 


’ of News Significance 
‘. And in The Nation's leading 


Newspapers Coast to Coast 


Style 4123 
Brown Scotch Grain 
Etonic Easton Last 

Finest Fit in Footwear 


x 


ie 


| Ni 
ie = 
Jy Bey TONIC QUALITY —what makes it sell so 


consistently in the finest stores, coast-to-coast? Up-to-the-minute 





styling . . . beautiful finish ... plus uniquely coordinated better- 





shoemaking-features that make Etonics sell better, fit better, wear 


- 


7 MIE LMM COV Ce 


longer, and support normal feet more comfortably. 
ETONIC QUALITY begins in the popular $10.00 range. 


Prompt shipments from Stock enable Etonic dealers to 





VIC 


keep sized-up with minimum inventory. 





MADE AT BROCKTON, MASSACHUSETTS BY CHARLES A. EATON - FINE BOOTMAKERS SINCE 1876 


420 Boot and Shoe Recorder 








Gob 


THAT ADDS 


ye /] 


TO ANY 











SPORT SHOE 





PANCO’S 


GREATER FLEXIBILITY. 








| ! GREATER COMFORT 
GREATER STRENGTH 
GREATER STYLE 
Plus a Soft Velvety Texture ° 











PANTHER-PANCO RUBBER CO., CHELSEA, MASS. 











wile GERBERICHS'’ 


Boyhood days are happy days! Life is full of fun and pleasure — 
Most of it is the active, out-of-doors variety that builds rugged, 
healthy bodies. Shoes, good shoes, play an important part in all of 
these boyhood pleasures, and the faster the action, the greater the 
wear and tear the youngster places on his shoes. Because Gerberichs’ 
and Gerberich-Payne Official Boy Scout Shoes stand up so much 
longer and manage to look better under such rough treatment, 
naturally they are the first choice with parents and boys alike. That's 
why business is always on the upyrade for Gerberich dealers. 





Offices: New York, Marbridge Building, Room 405- 
Los Angeles, 219 West 7th Street, Haas Building, 
Room 919 - Phila., Lafayette Buliding, Room 1025 


GERBERICH - PAYNE SHOE CO. MouUNT JOY PENNSYLVANIA 


Ll i 


” 








